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MENDWOOD | 
Actual test sample of wood repair. Notice the 
non-shrinking qualities of Franklin Mendwood as 
compared with other brands tested. 





This genuine hide glue is the choice of 
fine craftsmen. Made exclusively by Franklin. 
Order in 1 and 2 oz. tubes, 2 oz. squeeze 
bottles, 4 and > pints, quarts and gallons. 


The clean, white glue that sets fast and 
dries clear. Order in 1 oz. tubes, 2, 4, 8 and 
16 oz. squeeze bottles, quarts and gallons. 


Will not shrink — Mendwood, the wood 
plastic which molds like putty, holds like 
glue. Order in 7 oz. and 1% Ib. cans. 


Sell the top dollar share of your market 
with these 3 Franklin quality products 


More sales with less inventory, higher dollar turnover 


Here you see the Big 3 in the Franklin line — two 
best-selling adhesives and a brand new non-shrinking 
wood plastic. These three superior products will bring 
you a big and profitable share of sales from carpen- 


turnover is steady and fast. Repeat sales add extra 
dollar volume and profits over and over again. 

And remember: Selling the top dollar share of your 
market with a smaller inventory of just 3 Franklin 


ters, cabinet makers, home craftsmen, hobbyists, 
model builders, schools and household users. 


Your investment in stock is held to a minimum, 


family brand products makes ordering and record 
keeping much easier. Order from your wholesaler 
today. The Franklin Glue Co., Columbus, Ohio. 


FRANKLI N. .. the name people buy 
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METAL-1O-METAL 
THREADED 


CONNECTIONS 


assure more 
permanence 
when joining 
plastic to metal 


Eliminate the possibility 


of torque causing metal 
housing to cut plastic at 


Only metal- 





connection. 
netal thread connec- 


n do this. Only 
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tions ca 
metal fittings have been 


proved successiul 


through years of use. 
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CAPADAPTERS make 


life-time installations 
The reliability of metal 
has-been proved by cen- 
turies of use. Metal retains 
the same dimensions and 
chemical composition. 
Metal fittings eliminate the 
fololivel-lameol Micelaitla-toMacellt: 
at connections ...and cost 
no more than some plastic , 
fittings. 


Easier installations 
All CAPADAPTERS are extra 
heavy with=wide wrench- 
ing surfaces. Easy to in- 
stall with a pipe wrench 
or pliers. No chance of 
agora dlile mel mala riallire Ma dall (= 
tightening. 


MFG. & SUPPLY CO. 
COLUMBUS, OHIO 








DESIGN, 
FROM THE INSIDE OUT, KEEPS 


21’ DELUXE 


FIRST IN SALES 


What skyrocketed LAWN-Boy to first place in 
power-mower Sales? Many engineering fea- 
tures, that all add up to a smooth, level-cut 
lawn. Even though the imitators are building 
mowers to look like LAwWN-Boy, they just can’t 
build one to cut like LAWN-Boy — and you 
know it’s the cut that counts on your cus- 
tomers’ lawns. 

TELL YOUR CUSTOMERS the sensational story 
of LAWN-BoY “know-why” design to illustrate 
the smooth, level cut of LAWN-Boy lawns. 
Show them the simple, efficient 2-cycle LAWN- 
BOY engine that delivers 3200 rpm for fast, 
easy grass-cutting; show them the Activated 
Pilot Wheel on the new LAWN-Boy Auto- 
mower and Deluxe models, that brings them 
an even smoother cut than ever beiore. 


SPECIAL 





See Rwmo-.8 0 % 
Your LAWN-BOY distributor-salesman can puromowen 


supply you with ail the facts about the 
“know-why” engineering that makes LAWN- mee 


% 


- 
a 


BOY cut best. He'll show you too how you can +: 


keep LAWN-Boys selling around the calendar. Tt 


Call now and order enough — early enough! The WHY of LAWN-BOY engine Superiority 


1AWN-BOY Designed by LAWN-BoY only for LAWN-Boy, this is one of the “know-why” 
engineering features of LAWN-BOoY that can’t be copied. Every piston stroke 
delivers power to cut grass better and faster. Simple, dependable, the LAWN-Boy 
LAWN-BOY, Lamar, Mo. e Division of Outboard engine was conceived with a minimum of moving parts. The rugged carburetor 
Marine Corporation, makers of Johnson and and hot-spark magneto also help make the LAWN-Boy engine the easiest-starting 
Fvinrude Outboard Motors. in all mowerdom. No lubrication problems, either—and no checking of oil, 
In Canada: LAWN-BOY, Peterborough, Ontario No doubt about it—the LAWN-Boy 2-cycle engine can’t be beat on the lawn or 
on the showroom floor! 


The NEW IDEAS are LAWN-BOY IDEAS 
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\DEALER’S | CHOICE! 





ROVAL Oni cors ser: 


| RESCTRIS | 





QUALITY CORDS FOR EVERY NEED! QUALITY WIRE THAT PAYS OFF! 


Stock up now from America’s most complete line of For extra sales . . . satisfied customers . . . feature a 
household extension, appliance, and replacement cords. complete selection of Royal lamp, fixture and portable 
Royal 2 and 3-Conductor Heavy Duty “Powr-Kord” cords on the famous orange and blue spools. Popular 
Extensions in all popular lengths from 10’ to 150’... No. 2 Wire Assortment Merchandiser provides a com- 
available in red and black. All UL listed. plete wire department in less than 2 feet of space. 


SELI MORE...MAKE MORE! STOCK THE 
ee ROYAL ELECTRIC LINE NOW! ASK YOUR 
(NN. WHOLESALER OR WRITE FOR CATALOG. 
ROYAL ELECTRIC CORPORATION 
; PAWTUCKET * RHODE ISLAND 


[TET Manufacturers of WIRE * CORD SETS * FUSES * WIRING DEVICES 
/ assoc 
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ACCO Dog Chain Assortments 


are year-’round profit makers! 


American Chain makes a vari- 
ety of dog chain assortments, 
both in weldless and welded 
styles, suitable for every cus- 
tomer’s preference. Our popu- 
lar sellers include: 
Assortment No. 2-Contains six 4-ft. Spiralock and 
six 4-ft. Tenso dog leads. Bright or nickel-plated finish. 
Assortment No. 3 - Contains six 4-ft. and six 4%-ft. 
Tenso chains. Bright or nickel-plated finish. 
Assortment No. 4 - Contains six 4%-ft. and six 6-ft. 
Tenso chains. Bright or nickel-plated finish. 
Spiralock Assortment: Twelve strong, spiral-twisted 
pattern chains with brightly colored Accolette handles. 
Available in 4% and 6-ft. lengths. Nickel-plated finish. 
Endwelded Assortment: Twelve welded chains with 
colored Accolette handles. Available in 4% and 6-ft. 
lengths. Bright zinc finish. 





, Ae 
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~ 
Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 


All above assortments are packed, complete with display 
hanger, one assortment in a carton. 

Here are a few other American Chain items for the 
dog owner; all come to you packed in bright Acco 
cartons for attractive shelf display: Spiralock Dog Stake 
Chain (see illustration) . .. Welded and Weldless Halter 
and Dog Chains... Dog Couplers... Kennel and Dog 
Runner Chains, etc. 

Order any of the above assortments and items through 
your American Chain Distributor. He can give you 


prompt service. 
AgCO 


American Chain Division 


AMERICAN CHAIN & CABLE 











* indicates Warehouse Stocks *Portiland, Ore., *San Francisco 


Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, *New York, Philadelphia, Pittsburgh, 
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Black and white... or gray... 


Editorial 


by W.A. Phair 


It’s strange how inconsistent folks can be. . 
ing about the other fellow. 


when they’re talk- 


How often have we heard some manufacturer say, “When is the 
hardware trade going to wake up and get on the ball?” 


Or, you’ve heard some dealer ask, ““When are wholesalers going 
to get off their backsides and do something about their competition ?”’ 


Yes, these are expressions we hear quite frequently, and they imply 
that every dealer and every wholesaler is sleeping and is letting com- 
petition pass him by. 


But, as you well know, a picture is never all black or all white; 
it is always a shade of gray, some place in between the two extremes. 
So whenever I hear someone using these expressions, I am pretty cer- 
tain that he doesn’t know what he is talking about. 


If he did know what was happening, he would never use such gen- 
eral terms. He would know that the hardware trade does not swing 
from side to side as a unit. He would know that the hardware trade 
is marked by many trends. He would know that it is plain silly to 
try and put every wholesaler and every dealer in the same straight 
jacket. 


The hardware trade is no different from any other trade, or man- 
ufacturing industry. There are many alert, progressive people who 
make it a point to keep up with the times. And there are also some 
people who coast along, who refuse to try and meet the new condi- 
tions. I defy anyone to point out a trade or industry that doesn’t 
have this same pattern. 


Why, then, do so many folks persist in trying to paint everybody in 
the hardware trade with the same brush? I think the reason is that 
too many folks have never taken the trouble to sit down and under- 
stand just what is happening. 


We have the same situation with the folks who say, “The lumber 
yards are taking the hardware business away from the hardware 
dealer.”” A statement like that indicates a lack of familiarity with 
hardware selling. 


In the first place, many, many hardware dealers operate lumber 
yards. This is a very common and profitable combination. But the 
hardware sales in such a combination are made by hardwsremen, not 
lumber men. 


Selling lumber is entirely different than selling hardware. You 

















Editorial 





can't take a man out of a lumber shed, where he’s been talking running 
feet and square feet and put him into a retail store where he has to talk 
about gross, or yards, and must know the difference between 20 different 
hammer weights and styles. 


Anybody that is going to sell hardware, at retail and in volume, is a 
hardwareman, regardless of what else the store may sell. We know from 
our correspondence that the men who run the retail hardware side of a 
hardware-lumber combination think, talk, and read like any hardwareman. 


This is also true of the many other combinations that exist today—hard- 
ware-furniture; hardware-farm implements; hardware-automobiles; hard- 
ware-LP gas, etc., etc. 


No, you can’t paste black feathers on a peacock and call it a crow. It’s 
still a peacock. 


Call your shots... 


A great deal of the confusion that exists in the minds of some sales 
managers could be quickly cleared up if they would get out into the field 
and spend time calling on dealers and wholesalers. 


They would discover, for example, that the hardware trade is doing a 
great deal about meeting its competition. They would discover that many 
hardware stores are making a profit. They would learn that some whole- 
salers are successfully tackling the problem of reducing operating costs. 
They would see for themselves that many wholesalers have developed 
profitable means of cooperating with their dealers so that both gain. 


They would learn this, and much more. I think that after such a trip 
they would realize that we are going through a period of severe adjust- 
ment. Some dealers are alert and progressive enough to be able to adjust 
themself to today’s conditions. Other dealers either don’t care or are un- 
willing to spend the time and effort to meet today’s competition. These 
dealers will be weeded out by normal economic attrition. 


The task of the manufacturer, then, is to call his shots more carefully 
so that he attracts the progressive element in the trade. His promotions 
must be planned to appeal to those who are looking ahead, not to those who 
refuse to admit that times have changed. 


In short, the hardware trade is just like any other retail trade; there 
are good stores and there are mediocre stores. The alert sales manager 
will concentrate his efforts on cultivating the better stores, and will not 
make the mistake of trying to put the whole trade in the same category. 
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No. 572 decorative trim 
plate with Thunderbird 
Design — ‘R’ Series. 


best looking, best locking, 


quickest to install— 
IN LOW-COST RESIDENTIAL FIELD 


If you’re looking for more builder’s hardware volume in 
57, here’s a sure bet .. . Lockwood ‘R’ Series locksets. 


In the low-cost field it has no equal — for beauty, 

for performance, for ease of installation. It’s loaded with 
sales appeal . . . builders are on the lookout for it. Don’t 
miss these sales. 


s ec KWoeOD 
New Lockwood 'R’ Series in Starfire , 3 a Cc \ ee C * 
Design 5 pin tumbler cylinder, , ——l Naa” y 


oll steel mechanism, all functions. 








LOCKWOOD HARDWARE MANUFACTURING COMPANY 
Fitchburg, Massachusetts 
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BY WASHINGTON 


Housing Picture Gets Brighter 
As Congress Leans Toward Aid 


There are signs that the 1956 housing slump may 
ease a little later this year. Sales of builders’ hard- 
ware and appliances will pick up if home construction 
increases. 

Applications for FHA mortgage insurance have al- 
ready started to increase. These applications, which 
reflect actual construction several months after they 
are received, hit 49,000 in May, topping all monthly 
totals for the past year. 

The surge of applications partly reflects the likeli- 
hood that Congress will pass legislation this year to 
boost the homebuilding industry by lowering down 
payments and pumping more money into the home 
mortgage market. 

Actual housing starts have shown only slight in- 
creases in past months, and still are at a rate some 
16 percent below a year ago. 


If Congress passes a liberalized housing bill this year, 
figure on @ 2 to 5 percent increase in sales of builders’ 
hardware this fall. And you can also figure on an even 


better increase—from 5 to 10 percent—next spring. 


Co-ops Get Another Breather: 
Proposed Taxes Hit Stone Wall 


You won’t see any change this year in the tax 
provisions which now give co-operatives a competitive 
advantage over other businessmen. 

Legislation was introduced this year to require co- 
ops to pay normal business taxes. It had strong 
support among many Congressmen as well as from a 
special business-government association and the U. S. 
Treasury Department. But it got nowhere. These 
supporters are hoping to do better next year. 

Meanwhile, new figures show that retailing co-ops 
registered $1.7 billion in sales in 1954, $8.2 million 
of that in 77 hardware stores. 


10 
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Retail co-ops purchased $919.8 million worth of 
their inventories from co-op wholesalers in 1955. 


If you believe co-ops should pay normal taxes, and 
thus compete on a more equal basis with traditional 
merchants, tell your Congressmen. Also write to the 
House Ways and Means Committee and the Senate 
Finance Committee. Ask them to support bills equaliz- 
ing co-op taxes next year. 


House Economy Mood Kills Your 
Flood Insurance Through 1957 


There will be no flood insurance avzilable either 
to businessmen or homeowners this year. 

Congress authorized a program last year to permit 
private insurance firms to offer high-risk flood in- 
surance coverage. This year, it flatly refused to put 
up the necessary funds. Government officials were 
ready to get the program moving and start sales if 
they had been granted funds. 

The Eisenhower administration wanted $50 million 
to get the program started. The House refused to 
grant anything, and several attempts by the Senate 
to restore a token $14 million for the program were 
rebuffed by House members. 

Congress, hot on an economy drive this year, com- 
plained that proposed rates were too high and the 
government’s potential risk too great. 


The program may be restored next year. In the mean- 
time if you are in a flood area, prepare again to 
stand any losses yourself. If you suffer damage, 
remember that the Small Business Administration 
grants disaster loans and the government permits tax 
deductions. If you want flood insurance, urge your 
congressmen to restore the program. 
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When you compare Kwikset with other brands, you’ll find 


that Kwikset stands out: From distinctive packaging to precision-made 
parts, Kwikaet “400” line locksets reflect superior craftsmanship. 
Compare Kwikset’s famous, flawless finishes, protected by durable + = | & a 

» : plastic coatings... compare Kwikset’s smooth, silent operation - 
with the quality you can feel... compare Kwikset’s rugged construction 


that is rigidly inspected to ensure lasting durability. 


Compare Kwikset ., . because comparison proves 





Kwikset’s superiority in design, performance, and value. 


America’s largest selling residential lockset 





KWIKSET SALES AND SERVICE COMPANY, ANAHEIM, CALIFORNIA 
‘ e . 
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HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


summer 
Don’t run your summer clearance sale strictly by the calendar. You'll 

clearance eae” sgh be short-changing yourself on full markups if you do. The summer sell- 
ing season has been getting longer in recent years. More dealers take 
advantage of the longer season to sell more goods at full markups. Seven 
out of 10 dealers plan to hold clearance sales one to three weeks later 
this summer. HA Recommendation: Plan to hold your clearance sale at 
least one week later than last year to take advantage of the longer selling 
season. But watch your competition. Be prepared to run your clearance 
sooner if your competitor starts his sale. 


$7 billion 
° Sales for home repairs and modernization are taking up the slack in new 
for fix-up Rae os construction items. FHA is making home improvement loans at a record 
rate as applications pile up. Fix-up market is estimated at $7 billion a 
vear. HA Recommendation: Take advantage of this renewed interest by 
your customers in home fix-up. Stress in your ads and promotions that 
vou have the goods needed for these fix-up projects. Work with local 
contractors to start a local home improvement campaign. 





farm prices 


The future is brighter for farmers these days—and for hardware dealers 

& hardware - + « in farm areas. Farm income is up. Soil bank payments strengthen farm 
prices. Farmers are in a buying mood. They are buying needed new 
farm equipment and appliances. Experts predict sales to farmers will 
be 10 percent higher than last year. HA Recommendation: Make your 
pitch to the farmers. Stress easy credit in your ads. Make personal calls. 
Hold demonstrations. Catch farm customers while they’re in a buying 
mood. 


55 million 
Masonry paint sales will total about 55 million gallons this year. During 
gallons oilvabitis the past six years, sales of these paints have increased at the rate of at 
least 5 million gallons a year. Further sales increases are predicted. HA 
Recommendation: A well stocked paint department carries paints for 
every purpose. Be sure you have paints in stock to fit all your customer’s 
needs. Don’t lose sales by being out of any paints. 





... turn to p. 76 for more news on how’s the hardware business 
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Inland style leadership 
is your guarantee of 
sales leadership! 


Your customers will love the new 


»() wai 


. \ 


nang ‘araje 


With its beautifully styled candle warmer 


The newestin Housewares... the newestin Giftwares! 





Excitingly different... don't miss it... Inland’s new 
“Golden Triangle” carafe! High-fashion styling . ..a design that 
looks at home with the finest table settings—yet it’s 
priced so you can sell it to everybody! 





Watch for your Inland representative. He's looking forward 
to showing you the new “Golden Triangle”. . . its 
new colorful three-sided display carton ... and the high-fashion 
promotion that will help you sell the ‘Golden Triangle’’! 


See it for the first time 
at the Inland Glass exhibit: 
BOOTH 
315-321 


Atlantic City 
Housewares Show 


Juty 8-12 


WA VY H/ ij 


Modern Glass Gift Products 


— 


INLAND GLASS WORKS Division of CLUB ALUMINUM PRODUCTS COMPANY, Chicago 38, Illinois 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Orbital motion power saw 

Here is a portable electric saw 
that will appeal to contractors, 
carpenters, builders, farmers and 
maintenance Model 531 
Multi-Saw features orbital motion 
in which the blade teeth are in 
contact only on the cutting stroke 
and back away on the release 
stroke. Saw features a handle that 
doesn’t heat up, plus an auxiliary 
handle for better control of cuts. 
Trigger switch has lock button for 
positive control of power. Unit 


crews. 





will cut a wide range of materials 
with only eight different blades. 


Porter-Cable Machine Co. 
For more data circle No. 1 on postcard, p. 53 


Sheathing, framing hammer 
Carpenters, roofers and do-it- 
yourselfers will be interested in 
this sheathing and framing ham- 
mer, King-Size. Hammer is 15%4- 
in. long and has 20-o0z head. Extra 
length makes ripping forms and 


14 





pulling nails easier. Head has 
special milled face to reduce glanc- 
ing blows. Head and handle are 
fused into one-piece. Hammer has 
cushion grip. Estwing Mfg. Co. 


For more data circle No. 2 on postcard, p. 53 


Heavy padiock keys new line 
Dealers in basic hardware will be 
interested in a new full line of 
Safe-Fraim padlocks. This model, 
No. 888, is representative of the 
line. It comes in heavy wrought 








steel and brass, keyed different, 
alike, or master keyed. A catalog 
covering all models is available on 
request. Safe Padlock and Hard- 
ware Co. 


For more data circle No. 3 on postcard, p. 53 


Forged aluminum pipe wrench 
Plumbers and home handy-men 

will be customers for this pipe 

wrench. Wrench features alumi- 


num handle, housing and hook with 
forged 


replaceable steel insert 





jaws. Insert jaws of beryllium cop- 
per are also available. Wrench is 
available in 10, 14, 18, 24 and 36-in. 
sizes. Toledo Pipe Threading Ma- 


chine Co. 
For mere data circle No. 4 on postcard, p. 53 


D-handle aluminum scoop 


Contractors, farmers and subur- 
ban home owners will be customers 
for this True-Lite aluminum scoop. 
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Want more information on these 
products? Then use free post 
card on page 53. 





THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





Scoop is made from new aluminum 
alloy for greater strength and wear 
resistance. Reshaped bowl] has 
greater capacity. D-handle permits 
easier use. Ash handle is 27-in. 
long. All rivets are non-sparking 
aluminum. True Temper Corp. 

For more data circle No. 5 on postcard, p. 53 


Chrome-handied bath scale 


Here is a bath scale that will ap- 
peal to your customers for their 
personal use or to give as gifts. 


¢ MS 
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Model 790H bath scale has chrome 
handle for easy carrying and 
chrome headpiece. Scale has Mylar 
safety mat that is stain-proof, scuff 
and soil resistant. Dial is easy to 
read. Scale has special oven-baked 
enamel finish and comes in choice 
of eight matching colors. Retails 
for $8.95 in the East and $9.45 in 
the West. Detecto Scales Inc. 


For more data circle No. 6 on postcard, p. 53 


Paint roller for fences 


Your eustomers whose fences 
need painting will be interested in 
this paint roller designed especially 


for painting fences. Roller cover 


is made of 1%4-in. long synthetic 
fibers especially suited for painting 
knitted wire or chain link fencing. 
Roller has 18-in. handle and come 
in 7-in. or 9-in, widths. Extension 
handle can be added to regular 
handle for jobs requiring a long 


reach. Thomas Products Co. 
For more data circle No. 7 on postcard, p. 53 


Big capacity plastic hamper 
Housewives will be customers for 
the Model H-25S family-size clothes 





eaats 


Seen 
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hamper. Hamper is molded of 
polyethylene that is wear-resistant 
and easy-to-clean. Open basket- 
weave design provides venting to 
guard against mildew. Hinged 
cover stays open for easy loading 
or unloading and can also be easily 
removed. Hamper comes in yellow, 
blue, pink and green to match other 
Lustro-Ware bathroom accessories. 
Retails for $9.95. Columbus Plastic 
Products, Ine. 


For more data circle No. 8 on postcard, p. 53 


Versatile tinting system 
Any type of paint product in- 
cluding alkyd, latex, poly-vinyl- 
acetate, acrylic, resin emulsion and 
oil paints can be tinted with this 
line of 14 basic pigments. Uni- 
versal Tinting Colors come as a 
(Continued on page 50) 
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TO HELP YOU SELL 


NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post 
card on page 53. 


HELP YOU SELL MORE 





Paint roller display bar 
Here is a display unit for dis- 
playing painting equipment for the 





home painter. Painter roller bar 
takes up 2 sq ft of floor space and 
holds 10 different items, pre-priced 
up to $2.99 retail. Items displayed 
are 2 roller sets, 2 rollers, 2 covers, 
2 brushes, 1 tray and 1 extension 
pole. A. G. Jacobus’ Son, Inc. 

For more data circle No. 9 on postcard, p. 53 


Promotional power drill kit 


Here is a portable electric drill 
kit that you can use as a promo- 
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tional item. Dril ’N Drive Kit, 
Model 558, is listed as a $36.95 
value, but you can set your own 
price. Kit includes a Model 503 4- 
in. Skil drill, five twist drills, four 
spade drills for wood, a screw 
driver attachment with slotted and 
Phillips head bits, and a set of five 
countersink bits. Unit comes in its 
own display package. Skil Corp. 


For more data circle No. 10 on postcard, p. 53 


Mower blade replacements 


You can sell replacement blades 
to owners of rotary mowers with 
the Quick Change, Speed-Blade 
Service Center. The Center con- 
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tains two separate kits. One has 
3 new sets of blades for 3 com- 
plete blade changes, all necessary 
fittings, two box wrenches and in- 
struction sheet. These are for 
mower models made by the com- 
pany. The other kit is a conversion 
unit that will standardize replace- 
ments on 90 percent of all other 


mower lines. Falls Products, Inc. 
For more data circle No. 11 on postcard, p. 53 


Primer-sealer merchandiser 
X-I-M Flash 
this display de- 


A quart can of 
Bond is part of 
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picting several applications of the 
product as a primer sealer to pre- 
vent peeling and blistering of 
paint and to arrest rust action. 
The attractive red, green, black 
and white die-cut display is 14 x 
14'% in. and has a pocket holding 
pamphlets next to the can of 
X-I-M Flash Bond. This window 
or counter display is available on 
request. H. Forsberg Co. 


For more data circle No. 12 on postcard, p. 53 


Tree stand easel display 
Here is an eye-catching display 
for the Christmas Ease tree stand 
This point of sale easel display con- 
tains $7.50 worth of merchandise: 
a Christmas Ease tree stand and 
2 Vac-U-Cover tree stand skirts. 
Unit plus merchandise is available 
for $4.75, postpaid. The tree stand 
accommodates all sizes and shapes 
of trees without trimming or fit- 
ting. Consists of a base ring with 
(Continued on page 73) 
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a sell-out 
the past 4 years! 


Swing-AWay TRADE-IN SALE! 


$1.00 TRADE-IN ALLOWANCE 


for anything that opens cans, towards 


SWING'A'WAY MAGNETIC CAN OPENER 















regular $3.98 model only $2.98 
and any old can opener 


Here’s just the right prescription for lagging summer sales... the 4th annual 
SWING-A-WAY money-saving TRADE-IN promotion. This annual event has been 
sold out 4 years running. Hundreds of dealers were disappointed last season. Better 


act now! Order the #222 TRADE-IN deal at YOUR USUAL DISCOUNT! 


#222 TRADE-IN DEAL 


2 — #607W White Magnetics ....... $2.98 each 
2 — #607R Red Magnetics ........ $2.98 each 
2 — #607Y Yellow Magnetics ....... $2.98 each 









FIRST IN SALES 


SWING-A-WAY MANUFACTURING CO. - 4100 BECK AVE. + ST. LOUIS 16, MO. 
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$17.88 TOTAL RETAIL VALUE LESS YOUR REGULAR DISCOUNT - 
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Harvey Comics 



















Junior Scholastic 





They help build the fame of a Great Name 


These ads and others like them regularly reach millions of bike 
riders who read Boys’ Life, Junior Scholastic and Harvey 
Comics. They help build the popularity of one of the all-time 
great names in bike tires — the G-3 All-Weather. Got enough on 
hand to meet the seasonal rush? Better check your jobber now. 


Goodyear, Cycle Tire Dept., Akron 16, Ohio 


GOOD*YEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


G-3, All-Weather—T.M.’s The Goodyear Tire & Rubber Company, Akron, Ohio 
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ynomic Mossbergs 
A new high in beauty and performance 


7-shot, clip-type, 22 cal., 5lb. Carbine ZA 
AUTOMATIC OR BOLT ACTION ge S527 K 


HAMMERLESS CLOSED-IN ACTION t 


A new action with eye-appeal. Bolt 
does not extend beyond receiver. 
Therefore action of bolt is invisible 
to shooter. 


Automatic 


$3,795 retail* 
with open sights 
(352 with peep sight) 


6 342 


Bolt Action 

$3 195 retail* 

with peep sight 
(342K with open sights) 


Another Mossberg First 


...at Mossberg’s best 


Styling and design—that’s what makes these Carbines different. 
They’re sleek and they’ll sell on sight. 


The Automatic 352K and 352 fire 7-shots in less than 2 seconds. 
The 342K and 342 are the only hammerless Bolt Actions that 
have no bolt or striker to protrude through the back of re- 
ceiver. The operation of the bolt is contained within the receiver. 
Both Bolt Action and Automatic take Short, Long and Long 


Rifle Cartridges. *$1.00 higher West of Rockies 


tPatent applied for 
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(See other side) 
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They’re new—they’re different! And once 
your customers heft these new Carbines, 
they can’t help but buy them. 

The new hammerless closed-in action of 
the 342K and 342 is Another Mossberg 
First. The only bolt action with no 
bolt or striker that protrudes beyond the 
receiver. Operation of bolt, completely 
within receiver, assures uniform, smooth 
periormance plus eye-appeal. First big 
improvement in design and construction 
since.the bolt action rifle was invented. 

The dynamic new Automatic 352K and 
352 combines speed of fire—7 shots in less 
than 2 seconds—with dependability of per- 
formance and accuracy. Another Mossberg 
First—the first clip-type Automatic to 
handle all three .22 cartridge lengths— 
Short, Long and Long Rifle. You, the 
dealer, enjoy 3344% mark-up on your cost! 


SIGHTS ON MODELS 352 AND 342 





Rear Front 
SIGHTS ON MODELS 352K ANnp 342K 


Rear Front 





2.5 or 5 Power, 
with new 
“Tip-on” Mounts 


Another Mossberg First—an adjustable 
rifle Scope ideal for hunting or target 
work for .22 caliber rifles. A twist of the 
fingers changes power quickly ia the field 
or on range to either 2.5X% or 5X. Made 
of special alloy aluminum of high tensile 
quality. 

New 7 lens system—precision ground 
of high quality optical glass, achromatic, 
and all lens surfaces hard coated to re- 
duce glare and increase light transmis- 
sion. Revolving sleeve on end of Scope to 
adjust from 2.5 to 5 power. Like the Moss- 
berg No. 4M4, this new Scope provides 
fine 4% minute adjustments for windage 
and elevation inside the scope tube by 
coin-operated click screws outside the 
tube. Cross hair reticule. Eye relief 2”. 


(See other side) 


Mossberg’s New Lightning Action 


i ny cod 
> 5 
- ~ 
ne ee = —1- ~teter 

, oe oe lita 
LP . ts " ~ i _~ : a 
(a y o-oo SS . “— 

. 





SLING STRAP ON LEFT 


Specifications: 


Barrel: 18” round tapered blued steel, crown muzzle. Chambered for all .22 caliber 
Long and Long Rifle regular or high speed ammunition and .22 Short high speed. 
The first clip-type Automatic to take all three .22 cartridges. 


Stock: Genuine American Walnut in Monte Carlo design with pistol grip. Hand 
rubbed, scratch resistant oil finish—becomes lustrous with age. ‘Iwo position ex- 
tension fore-end of Tenite, hinged to be pulled down to form a hand grip or rest 
in prone position for precision shooting. With sling swivels and web strap. Trigger 


guard of Tenite with finger grooves in grip. 


Sights: 352 and 342 have rear peep and military type front. 352K and 342K have 
open rear and post front. All four have grooved receivers for instant mounting of 
Mossberg Scopes 4M4 and NEW No. 1A25. 


Action: 352K and 352 have positive trouble-free Mossberg automatic action—auto- 
matic loading and ejection. Bolt is easily removable in seconds. 7-shot clip feed, 
shoots as fast as you can pull the trigger. Safety holds action open—shows if action 
is loaded—locks both trigger and sear. 342K and 342 same as above, except bolt 
operated with the new hammerless closed-in action. The only bolt action with no 
bolt or striker that protrudes beyond receiver. Operation of bolt is contained com- 
pletely within the receiver invisible to the shooter. New thumb, side operated safety. 
Weight of both rifles about 5 lbs. Length 38” overall. 


342 AND 342K 





352 AND 352K 





Exposed View of Action 





Action Disassembled 


View (ait Miwa: Sines 


Field of view at 100 yards—25 feet at 
5X and 36 feet at 2.5X. Length overall 
12”. Weight—5¥% oz. without mounts— 
8 oz. with mounts. Adjustments for both 
parallax and focusing. 

New “‘tip-on” mount fits quickly to all 
Mossberg and other make rifles with 
grooved receivers. A low mounted, sleek 








Action Disassembled 





Retail $ 2495 


job that requires no drilling or tapping— 
just “‘tip-on” and tighten screws. Mounts 
are designed to provide rugged construc- 
tion for life-time use—and can be easily 
removed without changing zero settings. 

And as with all other Mossberg prod- 
ucts, the dealer enjoys 3344% mark-up 
on cost. 


Model 1A25 


ossberq 


for accuracy 


131 sT. JOHN STREET, NEW HAVEN, CONNECTICUT 
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Triple Industrial 
Supply Convention 





Better management: key to 


industrial supply profits 


Industrial supply men consider need for improved management 


to reduce costs and afford distributors a better profit margin 


The men who sell hardware to in- 
dustrial plants are looking sharply 
at their costs of doing business. 

They want more profit. They 
think they can get more profit 
through better management reduc- 
ing operating costs. 

This better management theme 
was threaded through the Triple 
Industrial Supply Convention in 
San Francisco late last month. 

The distributors had a_ back- 
ground of facts as a foundation 
for their convention discussions. 

A survey on management of in- 
dustrial supply houses was com- 
pleted by an engineering firm and 
the results mailed just before the 
convention. A study of sales and 
costs by lines had been made re- 
cently by a manufacturer as a guide 
for distributors in studying their 
costs. 

The convention, June 18 through 
20, was the annual meeting of the 
National Industrial Distributors’ 
Association, the Southern Indus- 
trial Distributors’ Association, and 
the American Supply & Machinery 
Manufacturers’ Association. 
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The climax of the convention 
came in a question from the floor 
at the closing session. 

George D. Wilkinson, president 
of George D. Wilkinson Co., Prince- 
ton, N. J., who had made the man- 
agement survey, had been discuss- 
ing some of the results and answer- 
ing questions. 


The million dollar question 


“If you were to name one thing, 
what would be the most important 
correction that could be made by 
the industry ?”’ 

This was the final question. 

“Organization,” promptly replied 
Mr. Wilkinson. 

Mr. Wilkinson pointed out that 
most companies just have not 
caught up with the growth of their 
businesses, evident in bigger sales 
volumes and bigger lists of em- 
ployees. It is hard to argue with 
success, he continued, but he main- 
tained that an improvement in or- 
ganization, with executives delegat- 
ing work and authority, is needed 
to meet today’s conditions. 


“You are the hardest working 
group of men,” he concluded, “and 
that is just ridiculous.” 

The three associations introduced 
officers for the coming year. The 
three presidents, all new, are: 

ASMMA, Robert L. Hamilton, 
The Dumore Co., Racine, Wis. 

NIDA, Samuel H. Clark, Samuel 
Harris & Co., Chicago. 

SIDA, Alex V. Davies, Moore- 
Handley Hardware Co., Birming- 
ham. 

The two formal programs of the 
distributor groups were separated 
by an all-day Conference Booth 
Program at the Civic Auditorium. 
Manufacturers maintained booths 
as the central point for their staffs 
attending the convention. Distribu- 
tors spent the day walking the 
aisles and stopping to visit their 
suppliers and to get market data 
on new lines. 

The increasing interest of busi- 
ness men with government affairs 
was evident in a number of ad- 
dresses during the convention. 

Frank M. Cruger, president of 
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NIDA, set aside the usual report- 
of-the-president address to talk 
about government. 

A legislative action committee 
was proposed by Mr. Cruger. The 
work could be handled by the as- 
sociation’s advisory board, consist- 
ing of past presidents, whe would 
alert members to government 
actions on which members could 
take individual action 

Areas for action, Mr. Cruger 
pointed out, were taxes, minimum 
wages, and similar affairs that 
touch directly on business activity. 

Ben Wooten, Dallas bank presi- 
dent, proposed that the federal 
government issue tax-free bonds 
in exchange for present short 
term bonds. The refinancing, he 
pointed out, could be done without 
disturbing the money markets, and 
in the end the government, by 
placing its bonds on a tax-free 
basis, would not decrease income 
tax revenues. 

California olive 
company executive, hammered home 


Stary Gange, 
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New presidents of industrial supplier associations 


Robert L. Hamilton 
ASMMA 


the rising costs of government. He 
was critical of the trend to add 
to government’s debts, even by the 
present administration. 

Mr. Gange reminded his audience 
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Samuel H. Clark 
NIDA 





Alex V. Davies 
SIDA 


many times of what a billion dollars 
means. 

The speaker came out for a re- 
duction in taxes. He said that the 
federal government will spend all 
the money it collects and more, 
so the only way to stop spending is 
to reduce taxes and leave less in 
the treasury for spending. 

The convention opened June 18 
with the SIDA breakfast. New 
members were introduced. The in- 
dustrial supply management course 
given at the Harvard Business 
School was discussed by C. MacD. 
England, Jr., vice-president of 
Logan Hardware & Supply Co., 
Logan, W. Va., and John C. Pye, 
president of Pye-Barker Supply Co., 
Atlanta. 
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The grand opening session was 
held in the War Memorial Opera 
House later that morning with the 
customary presentation of the 
colors, singing of the national an- 
them, and invocation. 

John D. Williams, Mau-Sherwood 
Supply Co., Cleveland, and joint ad- 
vertising and awards committee 
chairman, presented the 1957 ad- 


vertising awards, Ben Wooten, 
president of the First National 


Bank, Dallas, spoke on the current 
financial situation. 

Each of the three associations 
held business meetings early on the 
afternoon of the first day, then 
met for another general session. 

F. Marsena Butts, Butts & Ord- 
way Co., Cambridge, Mass., and 
chairman of the joint educational 
aids committee, discussed the new 
management course to be given at 
Harvard Business School. 

The cost accounting program of 
Norton Co., Worcester Mass., was 
presented by Ralph M. Johnson, 
vice-president and director of sales, 
and Frank F. George, chief auditor. 

The Conference Booth Program 
was on June 19. 

The final 
morning of June 20. 

Mr. Wilkinson presented his re- 
marks on the management survey. 

Wallace H. Campbell, Campbell 
Industrial Supply Co., Seattle, and 
chairman of the joint committee 
on catalogs, urged manufacturers 
to adopt the catalog standards set 
up several years ago by the dis- 
tributors. (See HA, May 12, 1955, 
p. 104). Mr Campbell pointed out 
distributors could then use items 
direct from the manufacturer’s 
literature. 

Mr. Williams explained an em- 
blem, approved by the association, 
that can be used to promote the 
manufacturer-wholesaler method of 
industrial supplies distribution. 

The emblem has a similar cen- 
ter, with the slogan “Serving in- 
dustry economically.” The wording 
around the outside circle would 
carry the name of each association. 
Mr. Williams pointed out that 


session was on the 
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the emblem could be used in ad- 
vertising, blotters, calendars, en- 
velopes, letterheads and for decals 
on windows and on trucks. 

The final speaker of the conven- 


tion was Stary Gange, vice-presi- 
dent, Pacific Olive Co., Visalia, 
Calif. 

Mr. Gange is a member of the 
citizen’s committee to support the 





Hoover report, He dramatically pre- 
sented the picture of the nation’s 
government debts, federal, 
and local, as approaching a trillion 
dollars. 


state 


Mr, Gange pointed out the fight 
for economy in government is 
everyone’s battle, and urged indi- 
vidual action to reduce the national 
debt and taxes. 


Management report shows distributors 


near break-even point on profits 


Industrial suppliers want to know 
how they can improve the manage- 
ment of their companies and they 
have had a survey made by the 
George D. Wilkinson Co., of Prince- 
ton, N. J. 

George D. Wilkinson, president, 
discussed the survey summary at 


the Triple Industrial Supply Con- 
vention. 

There were 32 companies in the 
survey; 8 from the South and 24 
from the North. 

The trend of sales is up. The 
index for 1956 was 120, with 1951 

(Continued on page 26) 





President 


“Robert L. Hamilton 
rhe Dumore Co. 
Racine, Wis. 


First vice-president 
“Lyman H. Bellows 
Sheldon Machine Co. 
Chicago, Hl. 


Second vice-president 
“Fred C. Emerson 
Spartan Saw Works 
Springfield, Mass. 


Secretary 
*Frank J. O’Laughlin 
Commander Mfg. Co. 
Chicago, Ill. 


Treasurer 
*Paul A. Johnson, Jr. 
Dake Corp. 
Grand Haven, Mich. 


Business manager 


W. B. Thomas 
Hunter-Thomas Associates 
Cleveland, Ohio 


Executive committee 
The president, vice-presidents, 
secretary, treasurer, and 
*Stephen H. Cross 
The Stanley Works 
New Britain, Conn, 


“George H. Woodland 
Chain Belt Co. 
Milwaukee, Wis. 





1957-1958 officers of the 


American Supply & Machinery Manufacturers’ Association 


*Newly-elected. 


*W. E. Tromanhauser 
Pyrene C-O-Two Div. 
Fyr-Fyter Co. 


Newark, N, J. 


*Robert V. Yohe 

B. F. Goodrich Industrial 
Products Co. 

Akron, Ohio 


Charles C. Chamberlain 
Jenkins Brothers 
New York, N. Y. 


Samuel D. Conant 
Jacobs Mfg. Co. 
West Hartford, Conn. 


John S. Hawley 
Illinois Tool Works 
Chicago, Il. 


Carl J. Meister 
Atkins Saw Div. 
Bors-Warner Corp. 
Indianapolis, Ind. 


Dan CC, Swander, Jr. 
Columbian Vise & Mfg. Co. 
Cleveland, Ohio 


Sydney E. Cowlin 
Eaton Mfg. Co. 
Reliance Div. 
Massillon, Ohio 


Clare Payne 
Safety Socket Screw Co. 
Chicago, Ill. 


Lawrence H. Russell 
Walker-Turner Div. 
Rockwell Mfg. Co. 
Plainfield, N. J. 
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All three American Supply & Machinery Manufacturers’ Association officials, left to 


right, Paul A. Johnson, Jr., treasurer; Robert L. Hamilton, president; Frank J. 
O'Laughlin, secretary; Fred C. Emerson, second vice-president; Lyman H. 


associations Bellows, first vice-president 

at triple 

supply meeting gf. 
- new officers sf 


for 1957-58 





National Industrial Distributors’ Association officials, left to right, Wallace 
H. Campbell, second vice-president; John N. Failing, first vice-president; 
Samuel H. Clark, oresident; L. P. Russon, F. W. Nelson, and Thomas W. 
Norris, board of governors. 





Southern Industrial Distributors’ Association officials, left to right, Alex V. 
Davies, president; Henry B. Tonsmeire, first vice-president; W. P. Marshall, 
Jr., second vice-president. 
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Walking, visiting, more walking, more 
visiting made up the business at one 
all-day session of the Triple Industrial 
Supply Convention. Here is one of 
the many aisles used for the Con- 
ference Booth Program. 


Distributors, 


manutacturers 
talk shop at 


triple industrial conference booth program 


First order of business at the all-day Conference Booth Program was the ribbon cutting ceremony to /et thousands 
of distributors and manufacturers into San Francisco's Civic Auditorium. The ceremony was admirably handled 
by the presidents of the three associations, from left to right, Frank M. Cruger, NIDA; Charles T. Jordan, ASMMA 
and Ashley DeWitt. SIDA. ) 
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sales as 100. 

Suppliers now are near the break- 
even point on the basis of per- 
centage of return on investment. 
The 1956 figure was 18 percent, 
against 31 percent in 1951 and 8 
percent in 1954. The break-even 
point is considered 20 percent, with 
10 percent of this for income taxes. 

Operating expenses in terms of 
sales reflect the rise in recent years 
of selling, clerical, and administra- 
tive expenses, while the trend in 
warehouse and delivery expenses is 
down. 

Mr. Wilkinson spoke in favor of 
keeping a perpetual inventory, and 
also for better control through cost 
accounting. He warned however, 
against excessive record keeping, 
and the compiling of figures which 
executives do not use. 


Cost accounting important 


Cost accounting is just as im- 
portant and outstanding in_ in- 
dustry today as were time studies 
of years ago Ralph M. Johnson, 
vice-president and director of sales, 
Norton Co., Worcester, Mass., told 
the Triple Industrial Supply Con- 
vention. 

The Norton Co. had such out- 
standing success in segregating 
costs for 39 lines in its quarterly 
profit and loss statements that it 
decided to make a similar analysis 
of three of its distributors to de- 
cide if they were being adequately 
compensated for warehousing and 
selling the Norton line. 

After explaining the basic im- 
portance of cost accounting, Mr. 
Johnson turned the presentation 
over to Frank F. George, cnief 
auditor of Norton, who gave a 
detailed analysis of sales and costs 
of Norton lines handled by these 
three distributors. 

The operating functions of the 
distributors, M. George explained, 
were broken down to: stock invest- 
ment, stock storage, order handling 
and accounting, outgoing material 
handling, customer financing, buy- 
ing cost, incoming material han- 
dling, building cost, administrative 
cost and promotion cost. 
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Institutions that have management educational courses for industrial 
distributors were represented at the San Francisco Triple Industrial 
Supply Convention. Here are the representatives, from left to right 
Paul D. Reikman, chairman advisory board, Western Michigan College; 
Wm. A. Clarey, dean, college of business administration, Bradley 


University; Lowell W. Herron 


dean. school of arts, science, and 


business administration, Clarkson College of Technology; and Chris. H. 


Gronemoan, Texas A. & M. 


Manufacturers win advertising awards 


Manufacturers who advertise the 
benefits of the manufacturer-whole- 
saler method of distribution to the 
industry were rewarded for their 
efforts at a special presentation 
during the Triple Industrial Sup- 
ply Convention. 

This was the sixth annual awards 
program. 


Key to the awards is use of the 
slogan “Sell your product first, then 
sell your distributors’ services.” 
Awards go to manufacturers who 
market all or part of their products 
through Industrial distributors 
who best follow this slogan. 

Awards were presented by John 
D. Williams, Mau-Sherwood Supply 





President 
*Samuel H. Clark 
Samuel Harris & Co. 
Chicago, Ill. 


First vice-president 
“John N. Failing 
Chas. A. Strelinger Co. 
Detroit, Mich. 


Second vice-president 
*Wallace H. Campbell 
Campbell Industrial Supply 
Co. 
Seattle, Wash. 


Executive secretary 
Robert C. Fernley 


Advisory secretary 
Henry R. Rinehart 
Philadelphia, Pa. 


Secretary 
Robert G. Clifton 
Philadelphia, Pa. 





*Newly 


1957-1958 officers of the 


National Industrial Distributors’ Association 


Board of governors 
*Thomas W. Norris (Area 1) 
Tracy, Robinson & Williams 
Co. 
Hartford, Conn. 


Kenneth E. Yorke (Area 2) 
Hansen & Yorke Co. 
New York, N. Y. 


George W. Wuerthele (Area 3) 
Frick & Lindsay Co. 
Pittsburgh, Pa. 


*L. P. Russon (Area 4) 
Vonnegut Hardware Co. 
Indianapolis, Ind. 


W. L. Foss (Area 5) 
M. L. Foss, Inc. 


Denver. Colo. 


*F,. W. Nelson (Area 6) 
Garrett Supply Co. 
Los Angeles, Calif. 


elected 
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Co., Cleveland, chairman of the 30ston Gear Works, N. Quincy, 

Joint Advertising & Awards Com- Mass. 

mittee. Illinois Tool Works, Chicago. 
Awards of merit were won by Simonds Saw & Steel Co., Fitch- 

these companies: burg, Mass. 
L. S. Starrett Co., Athol. Mass. Dodge Mfg. Corp., Mishawaka, 
Henry G. Thompson & Son Co., Ind. 

New Haven, Conn. Republic Steel Corp., Cleveland. 
Simonds Abrasive Co., Philadel- B. F. Goodrich Industrial Prod. 


phia. Co.., 


Industry speakers at triple supply meeting 





George D. Wilkinson, president, F. Marsena Butts, Butts G Ordway 


George D. Wiikinson Co., Princeton, Co., Cambridge, Mass., chairman of 
N. J., on the Industry s management joint educational aids committee, on 
survey. management course at Harvard 


Akron, Ohio. 





Wallace 


sentative 





“Alex V. Davies 
Moore-Handley Hardware Co, 
Birmingham, Ala. 


First vice-president 
“Henry B. Tonsmeire 
Turner Supply Co. 
Mobile. Ala. 


Second vice-president 
*W. P. Marshall, Jr. 
Marshall Supply & Equipment 
Co. 


Tulsa, Okla. 


Secretary-treasurer 
E. L. Pugh 
Atlanta, Ga. 





1957-1958 officers of the 
Southern Industrial Distributors’ Association 


President Executive committee 


*John C. Pye 

Pye-Barker Supply Co. 

Atlanta, Ga. 

*R. K. Allison 

Industrial Hardware & Supply 
Co. 


Charlotte, N. C, 


L. D. Montague 
B. L. Montague Co. 
Sumter, S. C. 


J. Frank Slagle 

Tennessee Mill & Mines Sup- 
ply Co. 

Knoxville, Tenn. 

Ashley De Witt 

Briggs-Weaver Machinery Co. 

Dallas, Texas 

Paul J. Stine 

Harry P. Leu, Inc. 

Orlando, Fla. 


“Newly elected 
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territory. 


Ralph M. Johnson, vice-president and 
sales, 
Worcester, Mass., on cost account- 


director of 


ing. 


Frank F. George, chief auditor, Nor- 
ton Co., Worcester, Mass., on cost 


accounting. 


for 


H. Campbel! 
Pacific 
NIDA. discusses business conditions in 





Northwest 





Norton 


































Co., 









Operation profit: a new dealer 


program to fight competition 


You are not alone with your 
management headaches. 

More and more wholesalers are 
picking up the cudgel to strike out 
at competition that has been saw- 
ing away at dealers’ traffic, sales, 
and profit. 

The goal of most dealer plans is 
to make hardware dealers as hard 
hitting and modern a merchandis- 
ing force as their competition. 

How? 

Through duplicating and better- 
ing the best of competition’s sell- 


Park City Keen Kutter Hardware is one of a cluster of newer stores that will 
Store personnel wore broad smiles on opening 


shopping center. 


asst 


ing methods and management tech- 
niques. 

The most recent of these dealer 
plans is Shapleigh Hardware Co.’s 
Keen Kutter Stores Program. 

Shapleigh’s Keen Kutter Stores 
Program became a reality on June 
20. Five revamped stores opened 
their doors under the Keen Kutter 
banner at Wichita, Kan. 

The Keen Kutter Program is the 
product of many experienced hard- 
ware minds and years of research. 

The Wichita openings are the 








“bellwether for an estimated 300 
or more additional Keen Kutter 
stores in the near future,” accord- 
ing to Shapleigh president Fred H. 
Johnson. 

Mr. Johnson and Shapleigh vice- 
president in charge of sales, J. R. 
McKee, visited each of the stores 
on opening day. 

Immediate plans are laid for ad- 
ditional stores to be in the program 
in less than six months. 

The five openings at Wichita 
were an instant success. For days 


be the hub of a new 
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Shapleigh Hardware’s new Keen Kutter Stores Program gets rousing 


send-off when five revamped hardware stores open on the same day 


at Wichita, Kansas. Openings mark kick-off of a large scale fight 


for hardware dollars slipping to non-hardware competition. 


the people of that city had been 
bombarded with promotional ad- 
vertising via radio, TV, and full- 
page newspaper layouts. There 
were plenty of price _ specials, 
hourly prizes, free gifts, and 
coffee and cake. 

Of the openings, Russell Cook, 
Shapleigh’s dealer plan director 
and tireless worker, said: “Our 
stores more than doubled the nor- 
mal amount of cash register rings. 
We had traffic lined up outside 
of the stores at times. 

“We really packed them in,” Mr. 
Cook added, “and when you have 
that kind of traffic, the sales usually 


take care of themselves. There were 
few free loaders.” 

Mr. Cook went on, “This isn’t 
just a case of an early splash in 
advertising. We’re going to keep 
this thing alive. Keen Kutter’s 
going to mean more and more to 
the public all of the time.” 

The stores in this program got 
the ball rolling themselves. Each 
had found it difficult to hit hard 
in their promotions, as individuals. 
They decided to band together in 
a common effort for more sales. 

Then these five stores turned to 
Shapleigh for a program of pro- 
motion, aid in store layout and fix- 


turing, and help in management. 
But none gave up its sovereignty as 
an individual store with individual 
management. 

What are the ground rules in 
the Keen Kutter Stores Program” 

@ A written agreement between 
dealer and wholesaler. 

Shapleigh agrees to supply a 
complete advertising and promo- 
tional program. It supplies a big 
outdoor Keen Kutter sign, which 
the dealer must use. It offers the 
know-how of salesmen who visit 
each store on an average of twice 
a month. 

Shapleigh also offers necessary 


Here are some charter customers at Brown's Keen Kutter Hardware. Grill at right barbecued ham 
all through opening event. 


HARDWARE AGE, JULY 4, 1957 


TR ee 








aid in the design and installation 
of fixtures that are necessary for 
modern selling. 


@® The dealer’s half of this 
agreement is to guarantee to put 
to work the tools supplied by 
Shapleigh. 

Shapleigh naturally expects an 
increase in orders from dealers. 
But this is strictly a moral obliga- 
tion that stems from protecting 
the hand that feeds, the written 
contract itself can be 
by mutual consent if either party 
wants to withdraw. 


dismissed 


@® Shapleigh supplies high-low 
(maximum-minimum) combination 
stock control-price marking tickets 
for 6500 to 7000 basic stock items. 

Each of these tickets bears stock 
numbers, cost coding, retail price, 
and high and low limits for each 
item. 

These tickets are a sort of self- 
contained stock control system 
Each ticket tells dealers how much 
stock is too much, or when a low, 
or danger, point has been reached 
on any item considered basic. 

Shapleigh admits that high-low 
ticketing will not supplant a truly 
workable stock control system. 

“But it’s a step in the right di- 
rection,” Mr. Cook said, “and it 
is a help for dealers who have no 
stock contrel at all.” 

“We are still hunting for a 


more complete and effective stock 
control plan,” Mr. Cook added, 
“that dealers can install and keep 
going without big losses in time 
and expense.” 


@ Shapleigh guarantees that no 
dealer’s order for stock will be in 
the house more than one day. 

Delivery from Shapleigh’s plat- 
form is virtually immediate. 


@ Dealers push Shapleigh’s pri- 
vate label Keen Kutter lines. 

Keen Kutter lines include hand 
and power tools, lawn mower, cook- 
ware, cutlery, and wheel goods. 
They help maintain a consistent 
identity for the Keen Kutter name. 


@® Shapleigh gives dealers a 
year-end discount for volume pur- 


chases. 


This discount is on a sliding 
scale. The more a dealer buys, to 


a certain point, the more his dis- 
count will be. In brief, the more 
he puts into his Keen Kutter Pro- 
gram, the more he should get out 
of it. 


@ Shapleigh Keen Kutter sales- 
men are merchandise consuitants. 
When they make frequent calls 
on Keen Kutter stores they help 
solve all manner of retail selling 
problems. They start promotional 
advertising programs, and _ they 
offer aid on non-selling problems. 
@ Shapleigh 


supplies four 





broadsides and a Christmas cata- 
log per year. 

It also formulates complete local 
campaigns on radio, TV, and in 
newspapers, as it did at _ the 
Wichita opening. 

The big idea is to build a con- 
stant, ready acceptance for all Keen 
Kutter stores and merchandise, in 
the minds of customers. 

Why does a store or group of 
stores join the Keen Kutter Pro- 
gram? 

Dealers dissatisfied with their 
individual efforts seek the strength 
that comes from an organized mass 
effort, such as the Keen Kutter 
plan. But they must measure up 
to Shapleigh’s specifications. 

They must have the kind of store 
that Shapleigh considers worth the 
major effort of revamping, possibly 
refixturing, and identifying with 
the Keen Kutter sign that goes over 
the door of each store. 

What does the dealer get out of 
this program? 

He gets all of the sales ad- 
vantages of being closely identified 
with a familiar and trusted name 
in merchandising. And this name 
should grow in stature with each 
new store that joins the ranks of 
Keen Kutter. 

This dealer gets out of the corner 
store category in the minds cf his 
customers. In effect, he joins the 
big league. 


Here is Perry Hupp in front of his double front store. Founder Hupp is 80 years old and still going 
strong. Fis son, manager Chet Hupp, is chairman of Wichita's Keen Kutter group of stores. 
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This dealer at last becomes a stock control. He gets steady, ex- The Keen Kutter Program does 
first-class competitor himself by perienced help in solving his prob- have teeth in it. It is a step to- 
being able to do the things that lems. ward putting the brakes on dwin- 
made his competition successful. The opening of five Keen Kut- dling profits, and more, it can 
He modernizes his store. He pays ter Program stores at Wichita was make those profits swell again. 
closer attention to inventories and auspicious. eh nd 


he truck toting Keen Kutter's grand prize award drove al/ over town to stir up interest. Here, it s 
parked in front of Morris & Son Keen Kutter Hardware, where Shapleigh executives and employees of 
the store posed on opening day. 
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Here are some executives of Shapleigh and Riverside Keen Kutter 
opening. An electric organ was an added traffic lure here. 
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Texas Wholesale Convention 





cooperate for profits in the 


Growing Texas market 


Close cooperation between independent wholesalers 


and dealers seen as assuring a major share of the fast 


growing Southwest hardware market. 


Closer cooperation between 
wholesaler and dealer is vital for 
the future. This cooperation, 
combined with intensified effort to 
reduce wholesaling costs, will en- 
able the Texas hardware trade to 
get the greatest benefits from the 
future expansion of the _ great 
Southwest market. 

That is the opinion of Carl A. 
Johnson of Walter Tips Co., who 
was elected president of the Texas 
Wholesale Hardware Assn. at the 
group’s recent annual convention in 
San Antonio. 

The wholesalers’ meeting was 
held simultaneously with the an- 
nual meeting of the Texas Hard- 
ware Boosters Club. 

The attack on wholesaling costs, 
Mr. Johnson said, would probably 
see special emphasis being placed 
on better facilities and wider use 


The new president of the Texas 
Wholesale Hardware Assn., Carl A. 
Johnson, Walter Tips Co. 









of modern office and warehouse 
machinery. 

Mr. Johnson’s optimism for the 
future was supported by facts 
given in an address at the con- 
vention by Dr. Harold Vagtborg, 
president of Southwest Research 
Institute, who spoke on the “Re- 
sources of Texas.”’ 

Dr. Vagtborg predicted that the 
population of Texas could reach as 
high as 30 million in 30 to 40 years. 
However, he said, to support such 
a population will require more 
active exploitation of non-petroleum 
resources and the development of 
more finishing facilities in manu- 
facturing. 

Texas, he charged, has not begun 
to exploit its real natural re- 
sources. He urged that more re- 
search and development work be 
done on the non-petroleum re- 
sources. 

Another key factor in_ the 
population growth, Dr. Vagtborg 
stressed, will be the manner in 
which the Texas water problem is 
handled. 

Texas, he said, has enough 
water, but it must be handled more 
efficiently. Such subjects as better 
surplus water storage, cloud seed- 
ing and water reuse are being 
given a great deal of study and 
the prospects are very encourag- 
ing. 

The three day convention of the 
wholesalers and the boosters was 
attended by some 540 people. In 
addition to a joint session, each 
group held individual meetings. 
The wholesalers again featured the 
use of small roundtable confer- 
ences on a variety of subjects. 

In recognition of outstanding 





service to the wholesale hardware 
trade, Honorary Life Memberships 
were awarded to Gus C. Dittmar, 
formerly associated with San 
Antonio Machine & Supply Co.; 
Sol Levy, Black Hardware Co., and 
J. E. Ziegelmeyer, Huey Philp Co. 
All three honorary members have 
recently retired from active duty. 

Election of officers by the whole- 
salers saw Carl A. Johnson of 
Walter Tips Co. installed as presi- 
dent of the wholesalers’ group, 
succeeding R. C. Neely of Amarillo 
Hardware Co. 

The Boosters Club elected Clyde 
Holley, of the Atkins Saw Div., 
Borg-Warner, president, succeed- 
ing John G. During. 

A complete list of the new 
officers of both groups is 
elsewhere with this report. 

The annual business meeting of 
the Boosters was highlighted by an 
extended discussion of the _ re- 
sponsibilities and privileges of 
membership. Several proposals 
were made for tightening up the 
requirements for membership. 

Fifteen traveling men were ap- 
approved for membership in the 
Boosters, but only eight could be 
taken in at this time. Membership, 
with these eight, is at the maximum 
of 250. The other seven approved 
members were placed on a waiting 
list. 

In addition to an outstanding 
program of entertainment, the con- 
vention also featured a_ golf 
tournament. The low gross in the 
wholesalers’ tournament was turn- 


given 


The new president of the Texas 


Boosters Clyde Holley, Atkins Saw 
Div., Borg-Warner. 
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officers of the 


TEXAS WHOLESALE 
HARDWARE ASSN. 
Elected June 15, 1957 


President 
Carl A. Johnson, Walter 
Tips Co. 

1st vice-president 
A. J. Murray, Momsen- 
Dunnegan-Ryan Co. 

2nd vice-president 
Elmo Beara, Tyrrell Hard- 
ware Co. 


Secretary-treasurer 
Howard Weddington, 
1327 National City Build- 
ing, Dallas 











ed in by Roy Willoughby of 
National Hardware & Supply Co. 
This year marked the third con- 
secutive year Mr. Willoughby won 
the Lone Star Trophy. He thus 
earned permanent possession of 
this trophy. A new trophy will be 
donated by Hardware Retailer for 
the next year’s competition. 
Wholesalers’ low new was re- 





officers of the 


TEXAS HARDWARE 
BOOSTERS CLUB 
Elected June 13, 1957 


President 


Clyde Holley, Atkins Saw 
Div., Borg-Warner 


Ist vice-president 


Hubert Groves, Fayette R. 
Plumb, Inc. 


2nd vice-president 


Frank Jordan, Lufkin Rule 
Ce 


Secretary-treasurer 

Howard Weddington, 
1327 National City Build- 
ing, Dallas 
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Some of the new officers of the Texas Wholesale Hardware Assn. Left to 
right are Ganahl Walter, Jr., Builders Supply Co., executive committee; Elmo 
Beard, Tyrrell Hardware Co., 2nd vice-president; A. J. Murray, Momsen- 
Dunnegan-Ryan Co.; Carl A. Johnson, the new president; R. C. Neely, 
Amarillo Hardware Co., retiring president and executive committee chairman; 
C.T. Ellis, Schoellkopf Co., executive committee, and Howard Weddington, 


secretary-treasurer. 


ported by J. Dight of Zork Hard- of the Buccaneer Trophy with the 

ware Co. Boosters’ Low Net was Cotten 
Boosters’ low gross, and winner Lloyd. 

of the Sam Houston Trophy, was Next year’s convention is sched- 

turned in by Lum Foster. Winner uled for Galveston, June 13-14. 


Some officers of the Texas Hardware Boosters Club. Lett to right are Ray 
Young, Peterson & Lowe, executive committee; W. Hoofstitler, Russell, 
Burdsall &€ Ward Bolt & Nut Co., chairman of executive committee; Hubert 
Groves, Fayette R. Plumb, Inc., 1st vice-president; Clyde Holley, Atkins Saw 
Div., Borg-Warner, the new president; Frank Jordan, Lufkin Rule Co., 2nd 
vice-president; John During, retiring president and chairman of advisory 
board, and Howara Weddington, secretary-treasurer. 
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This eye-catcher display shows gift lines at several different levels with 
attractive purple-gray curtains to provide backdrop. Artificial birds add 
color to the display. 


Specialty shop style displays 
build giftwares profits 


If you want to build giftwares profits, glamourize your displays. 

Make your giftwares department look like a gift shop. 

Use color in your window and in-store displays. 

Hardware dealers who do these things find that many customers who visit to 
browse can be sold giftwares. 

D. Page Kelley, Sr., founder of Kelley’s, Inc., a Richmond, Va., hardware store, 
says, “Keep your store so attractive that women will visit it just to look at your 
gift displays.” 

Kelley’s gift section reflects this thinking. 

Yellow, green and other eye-catcher shades give color to the lower part of the 
first-floor walls. The upper part of the wall is finished in mulberry-colored paint. 
An off-white ceiling adds to the store’s appearance. 

The firm shifts giftwares to different places in the department to give stock 
an ever-fresh look. 

D. Page Kelley, Jr., says, “If an item doesn’t sell in one place, we rearrange 
its setting. We show it against backdrops of different colors. Then we look at 
the lighting. Sometimes we move an item several times to make it sell. Any 
good piece of merchandise can be sold if you display it effectively.”’ 

Display ideas are taken from business papers, decorating material packages 
and department store windows. 

Color background in windows and for in-store displays tie in with the season. 
Blues and greens take the center in spring and summer. For the fall and winter 
these displays emphasize reds and browns. ®End 
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Page Kelley, Jr., gives a sales story to a woman customer next to attractive display in wide aisle. 
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Parking lot builds 


tratfie on outdoor lines 
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Parking lot with boat display. 
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Many hardware dealers find the problem of 
customer parking a difficult one. 

The downtown firm that does not solve this 
problem may suffer from a mere trickle of store 
traffic. 

The Dallman & Cooper Supply Co. in Fond du 
Lac, Wis., solved the parking problem when it 
bought a 150x250-ft lot opposite its downtown 
store. 

That lot gives the firm parking space for 25 
cars and an outdoor display under a roofed-over 
portion of the field. The entire parking field is 
fenced in. 


Signs tell who owns parking lot 


The firm shows boats, outboard motors, ma- 
rine supplies, lawn mowers and other lawn and 
garden supplies in its parking field. This lot is 
used for some outdoor displays 12 months of the 
year. 

Boats are displayed in the parking field under 
cover 12 months of the year. 

A well-designed, three-color sign in front of 
the lot tells the public that Dallman & Cooper 
owns it. Other signs list some of the lines sold 
by the firm. All merchandise shown in the out- 
door displays is featured somewhere inside of 
the firm’s large show rooms. 

Jack Dallman says, “We use this parking lot 
for sales and display for many items from May 1 
until as late as Oct. 15. In the winter months 
we continue to use a part of our parking lot to 
display boats. We have sold some of these boats 
as Christmas gifts because of our using this out- 
side display to feature them.” 


Customers visit this store first 


This firm has one of the few downtown stores 
which operate their own parking lots. Metered 
municipal parking fields are located some dis- 
tance from the store. 

Because of this firm’s parking lot many cus- 
tomers stop at the hardware store before they 
visit other downtown stores. 

Mr. Dallman says, “We do not hold people to 
the half-hour parking limit. But our use of signs 
setting time limits do remind customers that 
other people want to use the parking spaces. 
This encourages all parking-lot users to think of 
other customers.” 

This firm opened its parking lot 10 years ago, 
and believes that the additional volume and 
profits it has made have more than paid for the 
cost of the property and for its upkeep. 

Impulse sales volume is high in the parking 
lot. Many customers will buy merchandise dis- 
played in the lot, and then go inside to look at 
lines shown only in the firm’s store. © End 
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This in-store display tells a complete 
sales story in limited space. 


Net return on air conditioners is 
well above the store average in dol- 
lars per square foot of floor space 
at Home & Garden Hardware Co. 
in Nashville, Tenn. 

Oscar Daume’s small store is in 
a neighborhood drive-in shopping 
center, yet he prices air condition- 
ers to compete with big downtown 
department stores. This means a 
smaller percentage mark up than 
for some other merchandise the 
firm handles. The firm carries no 
stock, orders as needed from a local 
wholesaler. 

This dealer’s major investment 
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Display sells air 


conditioners 


is in a display with two operating 
units. The display takes about six 
square feet of display space. From 
this display the firm sells from 12 
to 15 units a year. 

Mr. Daume says that good dollar 
return is not the only advantage in 
selling these units. 

Air conditioning units build pres- 
tige for the store. 

This firm displays its demonstra- 
tion units back from the window 
so that it may be seen by window 
shoppers and examined by custo- 
mers in the store. 

Some major unit customers want 


Manufacturers’ display material helps: Tennessee 


dealer sell units without carrying stock 


to talk to a store owner about pur- 
chases of this size instead of hav- 
ing a clerk tell them the story. 
Other customers look at and buy 
the units in the hardware store to 
avoid downtown traffic jams. 

This firm makes impulse sales of 
air conditioners. Some customers 
visit the store to look at other lines, 
but can be sold air conditioners. 

Mr. Daume has sold as many as 
three window units to a single cus- 
He has sold 
two units to each of several other 
eh nd 


tomer in two years. 


customers. 









Step-up display promotes 
paint in small window 


Put ‘em ee 


SIDE by SIDE § ikeee 
because e 
every family {2 : ‘ woe 
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STIC STEEL 





80% STEEL — 20% PLASTIC—A DEVCON PRODUCT | * 

Your customers will find thousands of uses for the PLASTIC STEEL Repair Kit. It’s as 

easy to use as modeling clay . . . hardens in 2 hours . . . will not rust . . . can be drilled. 

threaded, ground and painted. PLASTIC STEEL repairs leaking pipes, tanks . . . fixes Four shelves and a wall give Matteson 

cracked radiators, castings and tools ...mends washing machines, gas tanks, torn fenders. Hardware in Morris, IIl., ample space 
| to show paint and related lines at 

FOR REPAIRING EYE-CATCHING DISPLAY CARTON [Co ey 

Lawn Mowers, Garden Tools, (6 kits) with demonstrator , ’ oi | | 

Tractors, Water Tanks, Worn ( $198 pe: kit eg 0 agape _— helps -_ Mes 

Valves, Leaking Pipes, Broken . 1th ‘ the trattic - pulling power of fthis 

Castings, Boat Parts, Gas Tanks conomy I-lb, kit — $3.95 window. 


- + 1001 uses around home, NATIONALLY ADVERTISED 

in Popular Mechanics, Popular Science, marine maga- 
zines ... publicized in LIFE .. . free window stream- 
ers, stuffers and displays. Youngsters advise which 
Order from your hardware wholesaler today ... call or write us for more information. 


farm or garage. 


toys they want to buy 


]A\{ele) Mice) ite) 7-sle). Make youngsters welcome in 


400 Endicott Street, Danvers, Mass. your 52-week toy department. 
| A southwestern hardware dealer 
| does this, and constantly checks 
with children as to their toy likes 
and dislikes. 

The firm employs a teen age lad 
on Saturdays to take care of the 
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[his announcement ts netther an offer to sell nor a solicitation of an offer to buy any of these Shares. 
lhe oper ts made only by ine Prospectus. 


486,058 Shares toy department. The boy’s advice 

. . also helps the firm in its selection 

Outboard Marine Corporation of toys. He demonstrates toys in 
Common Stock ae store. 





30¢ Par Value 


Rights, evidenced by subscription warrants, to subscribe for these 
shares have been issued by the Company to the holders of its Common 


Stock, which rights will expire at 3:30 P.M., Eastern Daylight Saving | Hardware frozen in ice 


Time on July 1, 1957, as more fully set forth in the Prospectus. 





serves as eye-catcher 


Did you ever see tools frozen in 
| a 100-lb cake of ice? 


Subscription Price $27 a Share 





The several Underwriters may offer shares of Common Stock at 


prices not less than the Subscription Price set forth above (less, in the | People in Monmouth, Ill., do. 
case of sales to dealers, the concession allowed to dealers) and not more Hardware: . : "oy 
than either the last sale or current offering price on the New York | ardware and other merchandise is 
Stock Exchange, whichever is greater, plus an amount equal to the aie . i : = - 
anglionble New York Béeck Buchanee commission. frozen in cakes of ice during the 
a ca aed annual summer sale. 

Copies of the Prospectus may be obtained from only such of the under- | Merchants display hard and soft 
Signed ads may le gail’ rer ihese Share $ in com pliance with | . . ° e - 
the securities laws of the respective States. _ lines in ice cakes on sidewalks in 

front of their stores. 
ner maui a at | Pedestrians write their names 
MORGAN STANLEY & CO. ” 


and addresses on slips of paper to- 


EASTMAN DILLON, UNION SECURITIES & CO. BLYTH & CO., INC. other with: tele entinentes es to 


LEHMAN BROTHERS MERRILL LYNCH, PIERCE, FENNER & BEANE | when the ice cakes will be complete- 
SMITH, BARNEY & CO. HORNBLOWER & WEEKS | ly melted. Those who guess the 


nearest time receive merchandise 
like those shown in the ice. No 
June 18, 1957 purchases are required to register 
in the contests. 


PAINE, WEBBER, JACKSON & CURTIS DEAN WITTER & CO. 
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Now for the first time... 


ONCEALED SCREW . 
BATH ACCESSORIES * 


never before at so low a price! 









-98' 


A snap to 


attach! 


ven easier 
to sell! 







8, fo. screws show to mar beauty 
of fixture 
et screw holds fixture to 
nting plate 
Mounting plate easily installed 

th screws or glue 
Patented lifetime Chrome-12 finish 
ists rust, scratches 


C-2802 
C-2809 
Faucet Soap Dish Toilet Tissue Holder 





C-2811 “= 
Towel Bar, 18” Twin teaal eb. 18” adh 



















(4e 


nh 





fere’s the biggest value in Bath Accessories 
y! Just think, a sparkling, 
yatched line of handsome CHROME-12 
xtures with CONCEALED SCREWS.. 
ced to sell from 98¢. Never before 
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e 1957° THE AUTOYRE COMPANY 
221 Narth LaSalie Street, Chicago 1, tilinois ~ 
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Lawn tool rental items 


| COMPLETE o>) (are _ listed on colorful sign 
FLOOR SWEEP DISPLAY JQ) 


brings increased 


stocks handles 


volume on profitable | EE] Otplays and 





floor sweeps 





Displays 4 styles 
of sweeps 
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Sells sweeps 
—by use 
and proper 
style 


’ 


a 


Ht 
+h 
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Six of the more popular types of lawn 
rental items are shown in this colorful 
sign at Carlisle's 16 Acres store near 
Springfield, Mass. Outdoor items 


| see . iA... | listed on the eye-catcher sign are dis- 
Floor Sweep aL Zz 





played near it with other lawn and 


Display No 1 c; /- garden lines offered for rent. 
. | 


Here’s your opportunity to increase volume and enjoy greater dollar Personal column ads can 

return on the 4 most popular Oxco floor Sweeps for hardware store help sell sand boxes 

sales. This handsome Display, a complete selling and storage unit, APES SS SS 

brings floor sweeps out of the stockroom, makes them popular sellers ad sass Psa ies ' penton na pense 

and real money-makers. Saves your selling time yet brings more sales 165 oe ing Seem to Have little con- 

at a nice profit! sent 8 ; ; 
Ketchum’s Builders Supply Co. in 


18 SWEEPS AND HANDLES PLUS METAL RACK | Salt Lake City uses a gimmick to 


connect these two things. 
3 FAVORITE sweeps (14”) | All packed in one carton. — The personal section of the class- 
4 FAVORITE sweeps (18”) Easy to set up—no compli- | ified ads in a local paper carries 
cated bolts or nuts—rack sim- | this message: 
3 CHOCTAW-X sweeps (14”) ply unfolds and it’s ready for | “MOTHERS — Relax! I know 
4 CHOCTAW-X sweeps (18”) stocking. Top sign tells cus- |€ Where you can get a part-time baby 
sitter all summer for just $5.95. 


2 JUSTRITE-X sweeps (18”’) tomer styte of sweep needed “Buy a sand box from Ketchum’s. 
for his floor surface. 


2 GARAGE palmyra (18’’) ear | They’re already assembled and the 

UTERO SIR he ic | sand comes with them. Size is 4 
DISPLAY RACK and TOP SIGN x 5 ft, and they have four corner 
seats.” 

This informal ad attracted cus- 
tomers to the store and sold sand 
boxes as well as other outdoor lines. 

As an employee says of the idea, 


OX FIBRE BRUSH COMPANY, INC. me “A person in the market for a 


Freoericx <vla@biiched /§FF¥ MARYLAND sand box, will also be in the market 


for other things. This ad makes 
people think of Ketchum’s.” 
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Now for the first time...in the 2500 line 


PLETE MATCHED GROUP 
CUP ACCESSORIES 


priced and carded for impulse sales! 


Ua 
AUTOYRE! 


Six big new items 
with these 
big new features: 


e New lab tested sure-hold 
vinyl suction cups 
e Lifetime Chrome—{12 

finish resists 
scratching, rusting 
e Choice of red, blue, 
clear vinyl cups 
e Complete display 
assortment for multinle, 
add-on sales 

within easy reach of every 


order these customer. A real traffic stop- 
best sellers today! per...only 9” wide! 


Ofellol siti mum Bac -laldlelats-4-.aalal “1 
counter disSplay...all items 


Sells 
unstantly! 


Attaches 
instantly ! 


, \ 


C-2574 
Tumbler & 
Toothbrush Holder 


SUCTION 
CUP ITEMS | 
ARE HOT! 


C-2521 
18” Towel Bar ~~ 
C-2503 
~rer. em Olita 


66(D)[D[C @ Q = (Mini? ” 
FINICOOTUIN 


©1957 THE AUTOYRE COMPANY 
C-2530 221 North LaSalle Street, Chicago 1, Illinois 
Towel Ring A Subsidiary of Ekco Products Company 
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Hardware store 

goes suburban... 

takes BASSICK 
casters along 


Carlisle Hardware, an extremely 
successful Springfield, Mass. com- 
pany, recently opened its twelfth 
store in a suburban shopping center. 

Look at the big Bassick display, 
and the shelves of Bassick casters 
featured (above) in the new store. 
The amount of space and display 
are a good indication of how well 
these Bassick products pay off for 
these merchandising experts. 

A Bassick display would work for 
you, too. Ask your wholesaler about 
Bassick’s new packaging of glides 
and truck casters, new carding of 
casters and eye-catching demon- 
strator displays. 

Get your share of caster sales. 
THE Bassick Company, Bridgeport 

-¢ 5, Conn. In Canada: 
~ Belleville, Ont. 7.23 









Bassick 


A DIVISION OF 





WAKING BORE KINDS OF CASTERS WAKING CASTERS BO WORT 
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Jonah Day sale cleans 


out the shelf warmers 


When a_ southwestern firm 
wanted to clean out odds and 
ends, a Jonah sale was advertised. 

The four-column ad listed a 
number of items priced as low as 
O¢. 

In all frankness the ad de- 
scribed these specials as “some 
good and some not so good.” 

The ads called the Jonah Day 
event a “whale of a sale,” and 
showed drawings of a whale in 
several places. 

Customers were reminded that 
other specials, not advertised, 
would be shown at the store. 

Heavy store traffic was attracted 
to look at sporting goods whales, 
first floor Jonahs and $1 to $2.50 
items at 39¢. 


How to boost your town 

Every time Fleak Hardware in 
Webster City, lowa, sends out a 
piece of mail, it advertises its 
community. 

The reverse side of the firm’s 
envelopes show two general views 
of the town’s Main St., seven in- 
dustrial plants, and the municipai 
light plant. 

Roy E. Fleak uses about 2000 
envelopes of this type each year. 

The address side of the en- 
velopes carries the firm’s name 
printed in green and the slogan, 
“Your gift store.” 


Window sign lists this 
store’s main sections 





With this window sign Chandler Bros. 
in Eight Mile, Aia., lists the names 
of some of its main departments. The 
sign is low enough to let sidewalk 
traffic look into the store. 





KLEINS 















- 





hee 


Quality Pliers 


Customers Ask For 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

A recently developed selling dis- 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 





THIS 
DISPLAY 
WILL 
MAKE 
MONEY 
FOR YOU 








DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp. 
New York 


Mathias o@ Si. & Sons 
beaters oe Comme 
QMICK ROAD « , \ 
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Only UNIVERSAL (‘7 


olid Copper 





i) (litt 











senna” 


* 
V 


a new 8S-cup model 


for only 






= 














DON’T BE SWITCHED. into stocking any other coffeemaker when 
you can get everything in this new Universal Coffeematic. Get new styling that 
— beats anything on the market ... automatic features that have made Coffeematic 
first over all others, plus top-quality chrome-on-copper construction. Get all 
this, now at a price that makes it the outstanding value over all other coffeemakers. 
All your customers will be reading about this Coffeematic bargain in 24 national 
magazines during the next 90 days. Don’t be caught short . . . stock up now! 












FLAVOR-SELECTOR COLD-WATER PUMP HEAT-SENTINEL 
Brews exactly to the Starts perking almost im- Keeps coffee at serving 
strength you select, mild, mediately. Coffee never temperature with no in- 
medium or strong. comes to a boil. crease in strength. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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83-F: Brass-colored enamel 
throughout; embossed harlie- 
quin pattern on top and shelf. 

Retail list, $18.95 ($19.95*) 



















Calling all dealers! It’s promotion time for _ 


yO 


ifr 




















83-E: Brass-colored enamel 
legs and rails; finish in choice 
of white enamel or charcoal 
COSCOAT. 

Retail list, $18.95 ($19.95*) 





Sales tests were great! National ads 
break this fall! Get free tie-in kit! 


These exciting new Cosco Serving Carts sold 
out in market tests! And they’Il sell out even faster 
this fall—in your store—when you tie in with our 
full-scale, full-color national ad campaign! The 
schedule? A full-color page in September Goop 
HOUSEKEEPING . . . followed by a full-color junior 
page in October LADIES’ HOME JOURNAL... plusa 
two-color, quarter-page Cosco message in Septem- 


HAMILTON MANUFACTURING CORPORATION - 


ber 28th issue of THE SATURDAY EVENING Post. 
When these ads break, sales records will break 

right along! Be ready! Send today for free tie-in 

sales kit, containing easels, banners and other spec- 

tacular display material, plus display ideas, copy 

slants, radio commercials, ready-to-use ad mats... 

the works! And get in plenty of Cosco stock, too 
. in all color combinations. Act now! 


COLUMBUS, INDIANA 
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83-AB: Two-coat, baked-on 83-A: Chromium-plated legs 
enamel finish throughout; eb- and rails; five-ply COSCOAT 
ony legs and rails, white top wood-grain finish in charcoal 
and shelf. or blonde. 

Retail list, $18.95 ($19.95*) Retail list, $18.95 ($19.95*) 








®Price Colorado and west. 


a 
a 
SR 


We're selling to a “party line”’ of 45 Million i 


A spectacular ad barrage... 


FULL-COLOR | 
JUNIOR PAGE 
OCTOBER! 


introducing fashionable new 
COSCO Serving Carts to your a | 
best customers! Tie in! — ~ ey rue Pace 


IN FULL COLOR 


Two- w 
SEPTEMBER! sai came 
75a QUARTER PAGE 


SEPTEMBER 28TH! 


FOR A REAL PROFIT PARTY, ORDER NOW...AND ORDER PLENTY! 
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2 NEW MODELS 


WHIZ-SAW 


America's First and Finest 
Reciprocal-Action Saw 







NEW MODEL NO. 10 
Cuts 2” Fin. Lumber 





NEW MODEL NO. 15 
Cuts 24” Fin. Lumber 


NEW DISCOUNT SCHEDULE 


Two new low priced models of the ORIGINAL 
WHIZ-SAW are offered at a new discount rate 
that puts more money in your pocket. Built 
with the same skill that enables the Whiz-Saw 
to out perform any portable saw at any price. 
See your Hardware Jobber. 








WHALE HACK SAW NO. W61 


This sturdy Hack Saw is built to withstand 
rugged duty. Perfectly balanced for control. 
Has rubber composition handle, re-inforced back 
for extra strength. Adjustable for 8" to i2" 
blades that can be faced in 4 directions. 
Nickel plated stock. Individually packaged. 









Viking Coping Saw 
NO. VO10 

The VOIO is the choice of 
dealers across the U.S. The 
flat steel frame is nickel- 
plated and has a hard- 
wood handle. Adjustable 
for tension. 


Viking Hand Drill 


NO. V700 
Perfectly balanced, the V700 is 
an ideal tool. Die-cast pinions 
and gear are ‘factory tested". 
Tool steel chuck has 3 tight 
gripping jaws—'4"" capacity. 
Length II'/2"’. 


Over 45 Yeors Experience Making Highest Quality Tools 


THE FORSBERG MFG. COMPANY 


Seaview Avenue, Bridgeport 1, Connecticut, U.S.A. | 
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Convention Calendar 


1957 


1958 





conventions 


shows 


conferences 








1957 


July 
7-\ 


National Retail Hardware Assn. 

Congress, Dallas 

8-12 National Housewares Exhibit, At- 
lantic City 

22-26 West Coast Housewares Show, 
San Francisco 

29-31 Our Own Hardware Co. Summer 

Merchandise Show & Stockholders’ 

Meeting, Minneapolis 


August 
4.7 Gift Show, San Francisco 
5-10 Moore-Handley Hardware Co., 
Inc., Merchandise Mart, Birming- 
ham 
11-14 Gift Show, Portland, Ore. 
18-21 Gift Show, Seattle 





Convention Check List 


For complete details about the conventions listed by dates below use 
the alphabetical listing following this quick check list 


September 


October 
14-18 National Hardware Show, New 
York 
20-23 National Hardware Convention, 
Atlantic City 


For dates of wholesalers’ toy shows, see pp. 62 and 63 of 
the June 6, 1957 issue of HARDWARE AGE. 





25-27 Gift Show, Spokane 
25-30 Gift Show, New York 


15-19 Southwest Housewares-Hardware 
& Recreational Market, Dallas 
22-25 National Builders’ Hardware Con- 
vention, Chicago 
23 Franklin Hardware & Supply Co. 
Annual Convention & Stockhold- 
ers’ Meeting, Philadelphia 


29-31 Hardware Wholesalers. Inc.. Mer- 
chandise show & Stockholders’ 
Meeting, Fort Wayne, Ind. 








National Events 


American Hardware Mfrs. Assn. joint 
annual convenrion with the National 
Wholesale Hardware Assn., Oct. 
20-23, at Atlantic City, N. J. Head- 
quarters Marlborough - Blenheim 
Hotel. Arthur L. Faubel, AHMA 
secretary, 342 Madison Ave., New 
York 17, N. Y. Thomas A. Fernley, 
Jr... NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. 


National Builders’ Hardware Exposi- 
tion, Sept. 22-25, at Chicago, IIl. 
Headquarters and Exhibition at 
Conrad Hilton Hotel. Exhibition 
dates are Sept. 23-25. Sponsored by 
Nationa! Builders’ Hardware Assn., 
John R. Schoemer, managing direc- 
tor, and American Society of Archi- 
tectural Hardware Consultants, Wil- 
liam S. Haswell, acting secretary. 
Administrative offices, of both asso- 
ciations, 515 Madison Ave., New 
York 22, N. Y. 


National Hardware Show, Oct. 14-18, 
at the Coliseum, New York City. 
Sponsored by National Hardware 
Show, Inc., 331 Madison Ave., New 
York 17, N. Y. Frank Yeager, di- 
rector. 

Exhibit, July 


National Housewares 


8-12, Convention Hall, Atlantic City, 
N. J. Sponsored by the National 
Housewares Mfrs. Assn., 1140 Mer- 
chandise Mart, Chicago 54; Dolph 
Zapfel, executive secretary. 


National Retail Hardware Assn. Con- 
gress, July 7-11. Statler - Hilton 
Hotel, Dallas, Texas. Sponsored by 
National Retail Hardware Assn., 
964 N. Pennsylvania St., Indian- 
apolis 4, Ind. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Mfrs. Assn., 
Oct. 20-23, at Atlantic City, N. J. 
Headouarters, Marlborough - Blen- 
heim Hotel. Thomas A . Fernley, Jr., 
NWHA managing director, 1900 
Arch St., Philadelphia 3, Pa. Arthur 
L. Faubel, AHMA secretary, 342 
Madison Ave., New York 17, N. Y. 


Regional Events 


Franklin Hardware & Supply Co. An- 
nual Convention & Stockholders’ 
Meeting, Sept 23, at company of- 
fices and warehouse, 918-28 N. Dela- 
ware Ave., Philadelphia 23, Pa. 


Gift Shows: San Francisco, Calif., in 
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More reasons than ever to sell 


ECLIPSE tne comptete tine 


— dd up the reasons for selling any brand of 
mower and Eclipse comes out ’way ahead every 


time. Eclipse gives you 19 models of power mowers 
(rotary, reel and sickle bar) and 5 hand models. 


It’s the standard of comparison in the industry... 
provides excellent discounts... practical sales aids... 
unsurpassed service facilities . . . convenient warehouses 
... iron clad guarantee from the factory. And repair 
parts are always available for any Eclipse mower ever 
built. Most important of all—ECLIPSE works to 
protect your profits—even offers a profit-protected 

retail credit plan. 


WRITE TODAY for the interesting facts about 
a profitable Eclipse franchise. No obligation. 


THE ECLIPSE 


LAWN MOWER COMPANY 
- DIVISION OF BUFFALO-ECLIPSE CORPORATION 


7717-E RAILROAD ST. PROPHETSTOWN, ILLINOIS 
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\ 
le nimetinns| 


promotionally 
priced! 


Here’s your chance to attract even 
more customers with two low cost 
mowers with the famous Ecli name 
and quality. Now you can sell all the 
mower market with a chance to sell up 
to better profits. 


18° BEL MAR 


PRICED TO = | 
SELL AT $9995 3 i’ y\ 


Here’sreal quality at an econ- y eS, 

omy price. 4 cycle Briggs & | a ae PAM“ 
ee engine. Fingertip Sy 
controls. ay 


17° PAL 
mn? $HQ9S 


Pressed steel —— 
Nationally advertised 
cycle POWER PROD- 


CTS engine. Leaf 
mulcher inclu 


<< 





Convention Calendar 


IFNIEAA Tools ” cia 


Civic Auditorium, Sheraton-Palace, 
St. Francis and Sir Francis Drake 
Hotels and Western Merchandise 
Mart, Aug. 4-7. Portland, Ore., in 
Portland Public Auditorium and 
Plaza and Benson Hotels, Aug. 11- 
14; Seattle, Wash., in Civic Audi- 
| torium, Olympic and New Wash- 
| ington Hotels and Terminal Sales 
| building, Aug. 18-21; Spokane, 

Wash., in Davenport Hotel, Aug. 

25-27. Western Merchandise Ex- 

hibitors Assn., Kay Leber, show 
| manager, 1355 Market St., San 
| Francisco 3, Calif. New York, N. Y.. 
| at Hotel New Yorker and N. Y. 
| Trade Show Building. George F. 
| Little Management, 220 Fifth Ave.. 
New York 1. 














Hardware Wholesalers, Inc., 11th 
| Annual Merchandise Show & Stock- 
| holders’ Meeting, Oct. 29-31, at com- 
| pany warehouse, Nelson Rd., Fort 
| Wayne, Ind. 


| 

| Mocre-Handley Hardware Co., Ine., 
| Diamond Anniversary Merchandise 
| Mart, Aug. 5-10, at company offices 
| and warehouse, 27 S. 20th St., Bir- 


| mingham 2, Ala. 
New steel tapes... 


Our Own Hardware Co. Summer Mer- 


| chandise Show & Stockholders’ 
25, 50, 75 and 100 feet | ~ ae t ns ockholdei 





at company 
offices and warehouse, 618 N. Third 
St., Minneapolis, Minn. 


New Stanley Steel Tapes with features carpenters and builders have 


asked for... priced and packaged to sell. It’s the newest and best | — np NRirwig a 7 
designed line with features to talk about .. . features like these: ecreational Market, Sept. 10-19, a 
| Adolphus Hotel, Dallas, Tex. Spon- 

WHITE TAPE — : . . | sored by Dallas Mfrs. & Whole- 

< wae _ , — sete coating of cheer Inaquer | salers’ Assn., Mark Hannon, execu- 

cor LRG WaEk. 1S Gees ; | tive secretary, 1101 Commerce St., 


EASY TO READ—Big black inch 
numbers with foot markings in 


red for quick reading. 


STUD MARKINGS—Every 16 inches— 
printed in red. 


Dallas. 


| 

| West Coast Housewares Show, July 

| 22-26, at Western Merchandise 

| Mart, San Francisco, Calif. Spon- 
sored by Western Housewares 


; : ; Assn.. Western Merchandise Mart, 
DURABLE CASE—Tough steel with plastic fabric cover... in- | 1355 Market St.. San Francisco 3. 


side copper plated to resist rust. 
SMALL AND COMPACT—Fits overall pocket . . . lighter in weight | 
than other tapes. 

SIMPLE ASSEMBLY—Easy to clean or replace blade. | HARDWARE HUMOR 
SPURRED HOOK RING—Permits one-man measuring. 














Order Stanley Steel Tapes from EXTRA—FREE 

your wholesaler. Plastic Carrying Case 

No. 6325 ............ BD caccaemsit $3.98 
Ne. xe SR 4.98 Stock and sell the complete line. 
No. 6375 ............ I ee 5.98 Stanley Tools, Division of The 
No. 63100 ............ EROS 6.98 Stanley Works, New Britain, Conn. 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 


STANLEY 





This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electric 
tools +» drapery, industrial and builders hardware * door controls - aluminum windows + stampings + springs 
» coatings « strip steel + stee! strapping—made in 24 plants in the United States, Canada, England and Germany. "Okay ... Wrap it up...” 
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W hat is one main feature your customers want when 
they buy lawnmowers, garden tillers or other power 


equipment? ... i is 4 long-lasting engine! 


To be sure that Lauson Engines last longer, Lauson 
engineers made certain that the places where the 
greatest wear occurs, were protected by extra-hard 


more durable metal. 


The metal chosen to resist this wear is an extremely 
tough iron alloy—harder and more durable than 
standard cast iron of which most heavy-duty engines 


are made! 








Quality Leader of 





sier to sell your equipment when powered by a 


AUSON ENGINE 
mad longer fasting! 

















\ 4 CYCLE ENGINES } 
ne 


And where did Lauson engineers apply this metal? 


1) CYLINDER WALL to resist piston scoring 
and friction... 


2) VALVE GUIDES (both intake and exhaust) 
to resist valve-casing wear... 





©) VALVE SEATS to minimize friction at 
sockets! ... 

the thre ¢ vulne ra ble spats ld be re tlanda rd SFIIaii 

engines normally wear out! 

RESULT—the longest-lasting engine your cus- 

tomers can buy! 


another big reason why it’s good 
business for you to specify 
Lauson Engines on alli the power 
equipment you buy! 


AUSON ENGINE DIVISION 


TECUMSEH PRODUCTS COMPANY, 
Small 


NEW HOLSTEIN, 


4-Cycle Engines 












wis. 
Since 1896 


WHAT'S NEW 











@ For more information on these products and services 
use free post card on page 53. 


(Continued from page 15) 
highly pigmented base in a special 
vehicle, compatible with all paint 





systems. Up to % pint of color 
may be added to a gallon without 
affecting the finish or performance 
of paints. Paint gloss, drying 
time and washability are not im- 
paired. Useable with odorless 
paints, the colors require no pre- 
thinning or staining. Come in 
quarts, % pints and tubes. A dis- 
play rack, plastic hanger, how-to 
folders and color cards are avail- 
able. Benjamin Moore & Co. 


For more data circle No. 13 on postcard, p. 53 


Three-decked dispenser 
Colorware’s Trip-L-Deck dispen- 
ser for aluminum foil, wax paper 
and paper towels comes in a copper 
plate finish. The unit can be op- 
erated with one hand and can be 
mounted on the wall or placed on 





a shelf. Sells for $5.98. Also avail- 
able in white and pastel yellow, 
pink and blue with or without floral 
patterns. In addition, a new Pussy 
Willow’ pattern is being used 
threughout this firm’s line of 
housewares from range sets to 
“ake holders. Colorware Div., Na- 
tional Can Corp. 


For more data circle No. 14 on postcard, p. 53 


Crimping-cutting tool 
This combination tool can be 


used to attach solderless terminals, 
shear bolts from 4-40 to 10-24 with- 





out marring threads, and strip 
wire from No. 10 down to No. 22. 
The 8-in. Vaco Crimcut Too] has 
Lustre Chrome plated handles 
covered with red plastic insulation. 
This $3.95 tool is a precision made 
crimping tool, bolt cutter, wire- 
cutter and _ insulation stripper. 
Vaco Products Co. 
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Low priced room cooler 
Customers wanting something 
more effective than an electric fan, 
yet not as costly as an air condi- 
tioner, will welcome this new line 
of portable air coolers. All alumi- 
num, and styled to simulate modern 
furniture, these coolers work on 
an evaporative air cooling prin- 
ciple. Three models are in the price 





range of electric fans, yet all are 
guaranteed to cool a room as effec- 
tively as a low-price air condi- 
tioner. One year warranty is 
offered on all models: Catalina, at 
$39.95; Coronado (shown) at 
$49.95; and Belvedere, at $59.95. 
Chico General Products Corp. 
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Steel, aluminum trellises 

Your homeowner customers will 
be interested in the line of Ameri- 
can Beauty trellises. Trellises are 
available in tempered steel in a 
choice of colors and aluminum in 
natural finish. Trellises come in 
three styles: fan type, 72 x 44 in.; 
flared type, 92 x 44 in.; and oblong 
type, 92 x 26 in. Finishes are 





from 


Retail 
$4.95. Carey-McFall Co. 
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weather-resistant. 


Submersible water system 
Super-Seal submersible-type 
water system is suitable for resi- 
dential and light commercial uses. 
System comes in four models with 
(Continued on page 52) 
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This Fall, the Ames selling program on stepstools, 
carts, tables and juvenile furniture will be spear- 
headed by the hard-hitting sales appeal of en- 
dorsements by Mrs. Arthur Murray and Mrs. 
Alan Ladd. The ‘‘Big-Name”’ impact on con- 
sumers will come through national and news- 
paper advertising, point-of-sale pieces, displays, 
and completely integrated promotional material. 
Couple this forceful selling with the style, grace 
and general appeal of Ames-Maid and you havea 
program that will keep sales going up, up and up! 





Oo. AMES COMPANY 
PARKERSBURG, W. VA. 





.-. use this unbeatable combination 
and you'll ride the crest with Ames 
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Ames-Maid is on permanent display at Space 14-104 Merchandise Mart. Ames also manufactures the 


famous line of Ames shovels and garden tools, and the popular line of Ames Aire casual furniture 
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WHAT'S NEW 





(Continued from page 50) 
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capacities up to 869 gph for wells 
up to 450 ft deep. Motor is water- 
filled and lubricated. Unit has 
safeguard against sand. Other fea- 
tures are ball-type thrust bearings, 
nylon ring, stainless. steel 
shaft and protective suction screen. 
Barnes Mfg. Co. 
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seal 


Iimpulse-priced kitchen aid 
Here’s a low-priced measuring 
device that housewives will go for. 





The Ideal Measure Meter replaces 
a host of measuring spoons and 
cups found in most kitchens. It 
also serves as a dispenser, even for 
gooey, dripping syrups. The Meter 
makes all popular kitchen measure- 
ments up to %-cup, and doubles 
as a scoop to remove foods from 
eanisters and containers. Made of 
molded, high-impact styrene. 
Packed in counter merchandiser. 
Retail: $1. Davrus Corp. 
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Lightweight power chain saw 


Many innovations are built into 
the Pioneer RA power chain saw. 
Your chain saw customers will be 
interested in: lightest chain saw in 
the Pioneer line; “snap-off” shroud 
for faster maintenance; more “lug- 
ging’’ power for higher work load 
pressures; longer piston stroke for 
faster, continuous operation; and 
diaphragm carburetor with positive 
water trap. Other safety and 





weather-proofing features are built 
into ignition and controls. Comes in 
vellow and silver, at $260 retail, 
f.o.b. factory. Pioneer Saw Dvv., 
Outboard Marine Corp. 
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irrigation pump for tractors 


Tractor owners who have a pond 
or stream will be customers for this 
low cost, 2-in. pump, which mounts 
directly to the tractor PTO shaft. 





This Hypro pump has a capacity of 
110 gpm at 800 rpm. The irrigation 
roller 


pump employs the firm’s 





pump design and features a pres- 
sure relief endplate to hold pres- 
sure to 50 lbs. The reversible pump 
is self priming up to 10 ft. After 
priming suction lift is 20 ft. One 
model comes with PTO adaptor. 
Another has solid shaft for base 
mounting. Both sell for $69.50. 
Hypro Engineering, Inc. 
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Variety of floor coverings 


Homeowners with a bent toward 
modernizing their homes will be 
customers for the new floor cover- 
ing patterns in the Gold Seal lines 
of vinyl plastic, enamel surface, 
Sheet goods linoleum and Loom 
Weve rugs. Patterns feature re- 
strained decoration and natural 
earth colors, such as woodtone, 
beige, tan, and brown. These colors 
are also popular with home builders. 
Brighter color combinations are 
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also available. 


Ine. 


Congoleum-Nairn, 
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Plastic pipe for insulation 


Homeowners troubled by conden- 
sation drippings from cold water 





(Continued on page 57) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


























































































































FIRST CLASS 
PERMIT NO. 3% 
' (Sec. 34.9 P.L.&R.) 

New York WN. ¥ 
BUSINESS REPLY CARD —_—_ 
No postage necessary if mailed in the United States ——— 
POSTAGE WiLL BE PAID 8BY - 
Be sure to write name HARDWARE AGE —— 
and address on post card. ae 
P Post Office Box 60 pin 0 
Please use this P. O. Village Station “nes 
Box Address for Quick NEW YORK 14. N. Y. memes 
Check Cards Only a 
Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 7/4, 57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 


1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 
16 — a ow. ae! oe — = ae 26 27 28 29 30 
31 — oa he lUlUwHe Uc SRDThlhC ThrOhlCUC MHC HHC<“C HSCF 42 43 <4 45 
46 47 48 49 +50 5! ) 54 55 56 657 58 59 60 
61 62 63 64 65 66 4&7? 68 69 $70 71 72 73 74 75 
ie J ee | 82 83 84 85 86 87 88 89 90 
91 92 93 7 9 96 97 #=+%‘'98 99 100 101 102 103 104 «2105 





*e @pee#eeeexeeee#etee#ee#ee#* 


eeeeeeeeeweeeeeeeeeeeeeeeeweeeeeeeaee eee eee eee ee eeeeeeeeeeeeeaeeeaee eee eeeee ee 


FIRM ADDRESS 


eeee eee eceeeeeeees eee eee eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 









































CITY or TOWN.....ccccee: aeaececeosousoonens TS Deeeéccccoecces ° 











plays, etc., in the “What's New" columns. You 
HARDWARE AGE than in any other magazine. 


under the individual item description. 


will be sent you on each item. 


I 


Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 


get more of these in 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 


@ Be sure to give your full name and address on the post card. Print or type 


it clearly. We cannot service post cards with incomplete addresses. 
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BUSINESS REPLY cane! 


No postage necessary if mailed in the United States 





POSTAGE WILL BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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We’re telling millions: 





END RUST AND STAIN PROBLEMS 
WITH ALCOA ALUMINUM FASTENERS 


Everyone who has a home repair or workshop 
project risks having a job ruined when ordinary 
plated fasteners are used. 

There is an answer, beamed to millions via 
Alcoa advertising. It is this: 

Alcoa® Aluminum Fasteners resist corrosion. 
They are solid aluminum, so they can’t rust to 
cause unsightly stains. 

National distribution makes it easy to stock 
Alcoa Fasteners for this ready-made market. 
There are types and sizes for every require- 
ment, all attractively packaged. Window decals 
and colorful counter cards displaying actual 
samples identify you as Alcoa Aluminum 


Fastener headquarters, and they are yours— 
free—with minimum orders. 

Act now and be ready for the business Alcoa 
is building. Order your stock of Alcoa Aluminum 
Fasteners today. Aluminum Company of 
America, 2268-G Alcoa Bldg., Pittsburgh 19, Pa. 
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Your Guide to 
the Best in 
Aluminum Value 


ALCOA © 
FAL.U AAT PR 0 AA 
FASTENERS 


AaALuMminy “~ COMPANY OF AMERICA 
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THE ALCOA HOUR 
TELEVISION'S FINEST LIVE DRAMA 
ALTERNATE SUNDAY EVENINGS 


Alcoa Aluminum Nails and Fasteners are available nationally through Macklanburg- 
Duncan Co., Oklahoma City, Okla., and leading wholesalers of other Alcoa products. 
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WHAT'S NEW 





® For more information 
on these products and 
services use free post 
card on page 53. 


(Continued from page 52) 
pipes will be interested in Dur-X 
plastic pipe. The flexible poly- 
ethylene pipe fits over the regular 
metal pipe and acts as an insulator. 
Dur-X plastic pipe is_ installed 
simply by slitting it up one side, 
then slipping it over the metal pipe. 
Comes in sizes from % to 6-in. 
Franklin Plastics, Ince. 
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Outer door weather stripping 


Shuford garage or outer door 
weather stripping is 100 percent 
virgin vinyl and is resistant to 
moisture and temperature changes. 
Also won’t crack or peel. The item, 
designed especially for garage door 
bottoms, is completely installed 
with a hammer and scissors. It is 


WEATHER 
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1 5/16 in. wide. A do-it-yourself 
kit contains 9 continuous feet of 
stripping with nails and instruc- 
tions. Also comes in 100 ft reels 
and in white, gray and 
colors. Shuford Mills, Inc. 
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brown 


Choice of power trowel sizes 


Contractors and builders will find 
a different size gasoline-powered 
trowel for every job in this new 
line. They can choose from three or 
four bladed models, ranging from 
24 t 48 in. All models feature fast 
blade changing. All but the 44 and 
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NEW! profit with another 
Campbell Chain Exclusive! ¢ 
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CAMPBELL 


CHAIN 


lue Cemper 
PACKAGED CHAIN 


@ 3/16", 1/4", 5/16", 3/8” Proof Coil 











Chain . . . in lengths of 10’, 15’, 20’, 
50’ and 100’ . . . in attractive self- 
service packages. 


Instantly identified by the rich blue 
color... tempered right into the chain. 


Now, for the first time chain moves from 
the back room to the front counter. No 
cutting, measuring, wrapping .. . over 
25% of your sales are in these pre-cut 
lengths. Stays clean and easy to handle. 


Stock a representative selection and 
watch impulse buying make chain 
buyers out of ‘‘shoppers."’ Start selling 
Campbell ‘Blue Temper’’ Chain today. 
Contact your Campbell distributor or 
write direct for details. 


CAMPBELL CHAIN (Comsany 


York, Pa.—W. Burlington, lowa 
Portland, Ore.—Sacramento, Calif.—E. Cambridge, Mass. 





Mckers of the famous Lug-Reinforced Tite Chains 


57 





aluminum step rest which hangs 


> over the ladder rungs to provide a 
. comfortable platform large enough 
to support both feet. Safety chain 


attached to unit prevents step rest 
from falling off. Unit can also be 
offered as giveaway to stimulate 
ladder sales. R. D. Werner Co., Ine. 
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@® For more information on these products and services 
use free post card on page 53. 


ried in a car trunk, if necessary. All 

have Briggs and Stratton engines. 

Goldblatt Tool Co. Pastel colors added to line 

ee ee Wallhide Rubberized and Satin- 
hide Enamel paint lines have been 
expanded to give dealers more sales 


Aluminum ladder step rest in popular light pastel colors. 
Owners of extension or straight Lemon, turquoise, and sandalwood 
ladders will be interested in this shades have been added to the two 


lines. Pastel shades are the vogue 
in new homes, as well as in modern- 





izations of older properties. Pitts- 
burgh Plate Glass Co. 


» 8 : . . For more da‘a circle No. 27 on postcard, p. 53 
48 in. sizes are convertible to high 


powered grinders with the substitu- 
tion of grind stones for blades. 
Most models use float or trowel 
blades. All models have a clutch 
that stops motion while engine 


Low-cost fire alarm system 
Dealers will find the Zonalarm 

fire alarm system, completely auto- 

matic and low cost. Zonalarm is 


runs. Some models have movable 





guard ring so that they can be car- 
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Single 50 12 assorted. TYPE FA NEW, DECORATIVE, Do-It-Yourself item that has hundreds of uses 
Double IN and OUT of your home. Use them for patio roof supports, room 
12 of each or dividers, etc. Sturdy 1%” diameter, black tubular supports with a 


beautiful wrought iron filigree between. 12” wide by 8 ft. high (can 
be cut to 7 ft.) with mounting flanges. Flat or Corner style. Order 
Today! 


ALL PRICES F.0.B., LOS ANGELES. Pay by M.O. or Check. 
Purchase Orders accepted from well rated D & B firms. 


2263 E. VERNON AVE., DEPT. HA-6e LOS ANGELES 58, CALIF. 








ge2 24 assorted. 
550 


24 of each or 
$50 48 assorted. 





Single 
Double 
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A Good Line 
to Handle’’ 


GRIFFIN 


SHELF HARDWARE 





SS 


Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware . .. mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 














ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.’ You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every- 
thing about the firm’s policy .. . 
and you'll find your customers like 
the Griffin products. 








A full line of Wrought Steel 
Butts and Shelf Hardware. 


GRIFFIN’ 


“since 1899” 
MANUFACTURING CO. 
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ERIE, PA. 








eoefor straight right-angle 
cuts every time...the new 








Wide-Roll 
Pipe Cutter 








a tool they buy 
on sight — 
good profit! 


come MM Net 


Rolls are twice the 
usual width, double the 
bearing surface on pipe 
—gsure straight start 

of cut ... by hand or 
power drive—extra 
fast and easy. Your 
mechanically minded 
customers buy it on 
sight! .. 
your Wholesaler. 


. order from 


No. 201, Ye’ to 1%” 
No. 202, 4" to 2” 


The Ridge Tool Company, Elyria, Ohio, U.S.A. 











WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 53. 


electrically wired, but it switches 
to self-contained battery operation 
in event of power failure. Thermo- 


sion bell, indicator panel showing 
where fire is, and power unit for 
AC 


should find ready acceptance among 
sportsmen and mechanics. This 6-ft 
long hose has P.O.L. connection; 
needs only to be connected to a 10- 
12-lb tank propane gas. 


The 


or 


current and battery switch- 
over. Optional equipment includes 
outdoor alarms, extra switches, and 
extra control panels. Approximate 
cost of a basic system installed: 
$200. Edwards Co., Inc. 
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statically controlled detectors trip 





adapter end of the hose is then 
joined to the valve body of Bernz’ 
firepot for a complete hook-up. Re- 
tail: $9.95. Otto Bernz Co. 
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Adapter improves propane unit 


Popular propane gas Bernz-O- 
Matic appliances will be more 
widely used with this new heavy 
duty fuel adapter. It connects to 
Bernz torches, lanterns, and one 
and two burner cook stoves without 





the alarm when fire starts or heat Fashion-look switches glow 


rises. Eash detector protects 400 fuss, and provides many extra Dealers with modern-minded cus- 
sq ft. Standard Zonalarm set in- hours of service. The TX-605 tomers will find these high-fashion 
cludes: main warning bell, exten- Heavy Duty Propane Fuel Adapter “Glow” switches a traffic maker. 














Whydinc"4telimg 7 


This customer is one mad Joe. Somebody failed to tell him 
that cement, paint alone won't stop active leaks in basement walls. 











(You know, of course, that he should have patched with 
QUICK PLUG first.) 


So-0-0-o the next time you run into a character with this problem, 
tell him to stop up those dripping wall cracks with QUICK PLUG 
before he finishes off with a cement paint. Then tell him about 
Bondex Cement Paint with the double waterproofed formula. 








You can't go wrong and neither can he. 


Remember there's a| BOmadgexX | product for every waterproofing problem 
© Bondex Cement Paint ¢ Bondex Heavy Outy * Bondex Silicone 


Quick Ptug for patching active leaks 


What say? 
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So THE REARDON COMPANY, ST. LOUIS 1957 
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- COMUMBIAN advertises 
to help you sell! 


This ad in POPULAR MECHANICS 
_is seen by 1,620,662 vise prospects., 
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Make Every Job Easier carpenters’ 


witha COIUMBIAN 
GYRO-VISE 


Works in any position...on either side 
upright... at any angle 

The Gyro-Vise operates around a 
base on which it locks automatically. 
Ideal for carpentry, sanding, sawing, 
plumbing, tool sharpening. ..all home 
and shop jobs. Smooth, positive-grip, mar-free jaw faces. 
7% sq. in. gripping area. 
Reniovable, replaceable 
pipe jaws. See your 











dealer! 

Jaw Width ...... 3% in 

Jaw Depth ...... 24 in 

Jaw Opening ..... 5 in 

Pipe Capacity . . 4-114 in. 

Height........ 8% in. 

Weight....... 16% Ibs. 

WRITE FOR FREE CATALOG 

*add $1 west of Rockies. delivered 


COIUMBIAN VISE & MFG. CO. 


DEPT.PM73 © CLEVELAND 4, OHIO 





also 
makes 
all types 
of 
LEVELS 


LEVELS 
Aluminum 
Sugar Pine 


MASONS’ 
LEVELS 


Magnesium 


Maliogany 
Sugar Pine 


TORPEDO 
LEVELS 
Aluminum 
Wood 


LINE AND 
SURFACE 
LEVELS 


POCKET 
LEVELS 








CANA 





FAST SELLING 
CABINET . 


HARDWARE & 
with NEW 


SKINP KD 


PACKAGING 
on NEW DISPLAY 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items. 
$105.24 retail! Eachitem “Skinpak’d” oncolor- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 


FOR COMPLETE CATALOG & INFORMATION 
ABOUT ASSORTMENT #1300 write: 
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370 Butler Street, Brookly 
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STAR Me Proves 


Sold through wholesalers only 


WITH THE AMAZING NEW 


TARPAULINS. 


- The all-new Eagle Farm Tarp and Truck Tarp are sold 
exclusively through Hardware and Impiement Declers. 
They’ are stronger and last longer than any tarpaulin 
ever made for the farm trade. Only Eagle Tarpaulins 
give you these selling features: NEW WATER & ROT 
RESISTANT TREATMENT, 909% HEAT REFLECTION, 
EASIER TO HANDLE IN COLD WEATHER, GREATER 
STRENGTH DUE TO ROPE IN HEM, AND NATIONALLY 
ADVERTISED. 


Ask your wholesaler to show you a sample of the 
Eagle Aluminum Treated Tarpaulin and tell you how you 
can get your FREE Eagle Tarpaulin Display Rack. 


DISPLAY RACK 
TO HELP YOU SELL 


Your Wholesale Salesman 
can give you ali the detaris 
on the Eagle Tarp Assortment 
with the Free Display Rack 
its a complete tarpaulin de 
partment al! in one display 


. 


reacy or saies ASK 


your Wholesaler today 


ya 
*< 


another product 





H. WENZEL TENT & DUCK COMPANY 





ST. LOUIS 4, MISSOURI 


WHAT'S NEW 











® For more information on these products and services 
use free post card on page 53. 


“Glow” switches glitter in the dark 
to pinpoint a single switch on a 
plate that may have several. All 
switches come in buff or clear. The 
clear models come with gold-tone 
inserts. Other inserts may be used 
behind them for rich effect. Butter- 
fly switches come in combinations 
of 1 to 4, as well as for Remcon’s 


8-position Master Control unit. 








Remcon Div., Pyramid Instrument 
Corp. 


For more data circle No. 30 on postcard, p. 53 


Inexpensive barbed wire 

Here is a barbed wire that you 
can sell to price-conscious farmers. 
Sheffield 100, a 13% gage barbed 
wire has a high tensile strength 
and strings and stretches easily. 
Barbs of 14-gage metal are spaced 
every 4 in. and tightly wound twice 
around the main strand. Sheffield 
Div., Armco Steel Corp. 


For more data circle No. 31 on postcard, p. 53 


Rubber-powered spear gun 
Underwater sports enthusiasts 
will be interested in the Moby Dick 
spear gun. The _ rubber-powered 
spear gun is 41-in. long, has a 44'4.- 
in. spear attached, and a 15-ft 
nylon line. Gun is made of stee! 
and aluminum and balanced for 


ease of underwater operation. Unit 
features a foot cocking bar, safety 


62 








lever and triggered release. Retails 
for $19.95. Harrington & Richard- 
son, Ine. 


For more data circle No. 32 on postcard, p. 53 


Party caddy for outdoors 


outdoor living customers 
interested in this party 
caddy, No. B57-3R, for use in en- 
tertaining outdoors. Caddy comes 
complete with eight decorated 
clear plastic tumblers and remov- 
able plastic ice tub. Unit is cir- 
cular shaped and fashioned in 


Your 
will be 





brass-plated wire. Retails for $4.95. 
Artistic Wire Products Co., Ine. 


For more data circle No. 33 on postcard, p. 53 


Multi-purpose sighting level 
Contractors, farmers, landscapers 

and excavators will be customers 

for the Magnelite, multi-purpose 





sighting level. Unit comes complete 
with sighting tube, including both 
buckhorn open and peep cross hair 
sights. Tube is mounted on pro- 
tractor level and turnplate head is 
calibrated and adjustable. Alumi- 
num tripod is fully collapsible. Unit 
comes in steel carrying case. J. H. 
Scharf Mfg. Co. 


For more data circle No. 34 on postcard, p. 53 


2-piece steel drawer slide 

This two-piece all-steel drawer 
slide, No. 652, has been added to 
this manufacturer’s cabinet hard- 





ware line. Top of slide attaches to 
bottom of drawer and slides on U- 
track attached to front and rear 
of drawer frame. Unit comes in 
lengths of 14 to 24-in. Prices 
range from 45¢ to 60¢. Star Metal 
Products Co. 


For more data circle No. 35 on postcard, p. 53 


Versatile, low-cost oiler 

Here is an inexpensive, versatile 
pump oiler you can sell to home 
handymen, hobbyists, farmers, 
mechanics and many others. The 
oiler, Model 58, is copper coated 
steel and holds 4 oz of oil. Oiler 
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FOR A QUICK “PICK-ME-UP” 


If you plan to new drop-forged aluminum 


handle plastic pipe TO LEDOs 


a year from now, 
don’t risk your 
reputation with 
inferior pipe today! 


SELL 











LINE 








GUARANTEED-QUALITY FLEXIBLE PLASTIC PIPE 


made UP to a standard 
not GOWN to a price! 


Tests show that within a year, inferior flexible plastic 
pipe is likely to fail in use. If you’ve sold it, you risk 
loss of the priceless trust of your customers. That’s 
why it’s good insurance to stock Cresline — the 
flexible plastic pipe made up to a standard, not 
down to a price, and guaranteed right in writing. 
We start with the finest materials and follow through 
with quality control every step of the way. Cresline 
is made only with virgin polyethylene, of course — 
never scrap materials of unknown composition. But 
some virgin polyethylenes are better than others. We 
pick the best — proved best by grueling accelerated 
use tests in our own laboratories. You can be sure of 
top quality when you stock Cresline, plus many 
other profitable advantages, including “packaging for 
profit.”” Write today for literature and name of your 
Cresline representative. 


LOOK FOR THESE ADDED PROOFS OF QUALITY 

















The Toledo Pipe Threading Machine Company 
: 1445 Summit Street, Toledo 4, Ohio 
| Se \ Please send complete information and where : 
— I can buy TOLEDO heavy-duty aluminum 
This seal on Cresline Pipe shows Cresline is made with Du Pont Alathon ! pipe wrenches. 
the National Sanitation Foundation 25 and is marked with this tag. It Name 
has approved it for drinking water use. proved the best in our tests. | 
Compeony 
ALL PLASTIC PIPE IS ROUND, BLACK AND HAS | mere 
City 
A HOLE IN IT. . . BUT THERE IS A DIFFERENCE! Seca 









FREE TO JOBBERS: Plastic Pipe Catalog. All the general informa- 0 
tion you need on types, applications, and properties including 


useful tables on chemical resistance and flow vs. friction loss. 







Write today for your free catalog. 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. ¢ Evansville 7, Ind. PIE THREADERS + PIPE WRENCHES - PIPE MACHINES 


HARDWARE AGE, JULY 4, 1957 


WHAT’S NEW 











@ For more information on these products and services 


use free post card on page 53. 


seamless-drawn body, 
bottom and 3-in. 
Full hydraulic pump 


features 
double-seamed 
rigid spout. 





mechanism delivers oil in full 
stream or one drop at a time. Re- 
tails for 98¢. Eagle Mfg. Co. 


For more data circle No. 36 on postcard, p. 53 


Thermometer switchplate 


Here’s a handy room thermom- 
eter mounted on a wall switchplate. 
The switchplate is molded plastic 
in ivory, mahogany, gray and yel- 
low colors. Thermometer is hand 
calibrated and made of crown lens 
glass. The 39¢ item comes individ- 








ually wrapped in polyethylene bags 
with self-display tags. Springfield 
Instrument Co. 


For more data circle No. 37 on postcard, p. 53 


Six educational play kits 
Dealers with a toy department 
will find these six “Steps to Learn- 





ing” kits popular with parents and 
children alike. All kits are apti- 
tude tested and designed to com- 
bine learning with fun for children 
in the formative years, 3 to 9. Kits 
range in difficulty from the slow 
learning child to the budding 








TWO MORE 





F & W Multi-Purpose—'2, %, 1 H.-P. 
Motors, 1 or 2 stages. Pressures to 
100 Ibs. Moximum capacity 950 G.P.H, 
Package units with 12 or 30 gal. tank; 
conventional, 42 gal. tank. 


F & W Economy Multi-Purpose— 
Priced to meet volume competition. 
VY H.P. Motor, 350 G.P.H. @ 15 ft., 
20 P.S.|. Package units with 6, 12, or 
30 gal. tanks. 























ejector off the pump and moving it 

down into the well! Available pack- 

aged, completely assembled with 

tank, pump and accessories. Send 
for details today! 





Versatile Multi-Purpose 
Jet Pumps that Convert from 
Shallow Well to Deep Well! 


It’s easy to change this pump from 
shallow to deep well by taking the 


Finest: Quali 


coe mete CADMIUM PLATED 
SELLING TEXAS PATTERN GAS VALVES 
INSTALLING ® Tested under water at 


pressures far in excess of 
standard requirements 
® High heat test lubricated 
© Accurately machined 
© Packaged 25 to the dis- 
play carton — 300 to 
the master carton 






for Complete Catalog 
Gp, EASTMAN PRODUCTS CORP. 


PLANO, TEXAS 








Lenk 





Sn SALES ACTION. 


FIRE EXTINGUISHER 
ONLY | SY 


LIST 


® Full 16 oz. Capacity 
® Woll Bracket Included 
® Can be used several times 


your jobber olan abd eae. 


THE LENK MFG. CO., BOSTON 15, MASS 
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‘THE FASTEST SELLER \® Z 


FOR YOU 
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CHAN yc, LOCK 
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No. 420 


For a longer profit per sale... SELL QUALITY 
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No other plier does so many jobs so well as a 
Channellock 420. That’s why every year more and more 
householders .. . as well as mechanics .. . buy Chan- 
nellocks. Cash in on this growing popularity. Put these 
handy pliers out front for your customers to see... 
reach for ... and try. You'll be pleasantly surprised 
how many times they’ll tell you to wrap it up. Channel- 
lock’s increasing sales record proves that. So make the 
Channellock line your plier line . . . and let the Chan- 
nellock 420 lead the profit parade in your store. 














creates customer 
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SAVES VALUABLE 
FLOOR SPACE, PACKS 


MORE DISPLAY POWER 





Now, the colorful wire rack mer- 
chandiser included with every 
CHROMTRIM 8/60 Aluminum or 
Stainless Steel Deal displays gleam- 
ing CHROMTRIM better than ever — 
invites customers to serve themselves 
—and occupies less than 2 square 
feet of floor space!! Shipped fully 
assembled .. . just remove from the 
carton and it’s ready to sell for you. 


_ Get this new merchandiser by order- 
ing a CHROMTRIM 8/60 Aluminum 
| or Stainless Steel Deal containing 
_ten 6-ft. lengths each of the 8 most 
| popular metal mouldings. 
if you are already a CHROMTRIM 
| dealer, you can get this rack FREE 
'with your refill order for 5 or more | 
tubes. But don’t delay . . . offer good | 
for a limited time only. 


L 


For full details, see your CHROMTRIM 


Distributor or write direct to: 









DEPT. HA-7, 295 FIFTH AVE., NEW YORK 16, WN. Y. 





WHAT’S NEW 








@ For more information on these products and services 
use free post card on page 53. 


genius. A special display rack is 
offered to encourage purchasing of 
more than one kit. Each kit re- 
tails at $2.50. Milton Bradley Co. 


For more data circle No. 38 on postcard, p. 53 


Hammer finish spray paint 


Homeowners will be customers 
for this aerosol paint which dries 





to a hammer finish. Paint can be 
sprayed on metal furniture, fix- 
tures, appliances, tools, metal boxes, 
etc. Paint comes in five colors: 
copper, silver, blue, green and gray. 
Alumatone Corp. 


For more data circle No. 39 on postcard, p. 53 


Folding table for children 
Parents of youngsters 3 to 7 

years old will be customers for the 

Big Top folding table and chair 


























set. Table features adjustable legs 
that expand table height from 20- 
in. to 23144-in., so table can “grow’”’ 
with youngsters. <A _ four-color 
circus motif is lithographed on the 
48 x 21%%-in. table top. Table and 
two chairs fold for easy storage. 
Set lists for $19.95 in steel and 
$22.95 in aluminum. Additional 
chairs are available. All-Luminum 
Products. 


For. more data circle No. 40 on postcard, p. 53 


Line of centrifugal pumps 

Water systems prospects who re- 
quire extremely high gallonage 
and pressure will be customers for 
the Hi-Capacity Hi-Head series of 
centrifugal pumps. Units come in 
three sizes and are available as 
motor-mounted, direct connected or 
belt-driven. All are standard bronze 





fitted. Capacities range from 200 
to 1500 gpm at heads up to 340 ft. 
F. E. Myers & Bro. Co. 


For more data circle No. 41 on postcard, p. 53 


Improved flashlight battery 

An improved line of flashlight 
batteries is now available under 
the name Winchester. The line 
replaces former Olin line of 
batteries. The new battery is 
metallic blue with the name Win- 
chester in bright red on a white 
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America's Favorite Calking Loads 


Now comes to you in 
these handy convenient packs 





Now shipped in 12-pack or 24- 
pack, M-D Speed loads are 


available in Off-White or White 
colors, with or without plastic 
nozzle. Off- white load without 


0 Gui = <A nozzle shipped unless specified. 
r Calking Freight prepaid and allowed on 
orders of four 24-packs (96 loads) 

or more. Remember to order in 


5 
Ye aql< crack wi 5 multiples of 12 or 24. 


1 : , 

- 2und Win a! 

“Ty ’ 
d Door Fre 





CG-4 SPEED LOADER CG-3 STANDARD 
GUN GUN 
A sturdy, light weight gun that 


works easily with all cartridge 
loads. 


Barrel-type gun for bulk use or 
with loads. Furnished with % 
nozzle. 


MACKLANBURG-DUNCAN CO. 


more -)°? GiB ih 7 Mee Meee) 40.) [0]. Seis ame) 4a. e 


é 





WHAT'S NEW 











background. Other lettering is 
white on blue. D-size batteries will 
be sold in shippers of 144 units. 
Electrical Div., Olin Mathieson 
Chemical Corp. 


For more data circle No. 42 on postcard, p. 53 


Custom automatic blanket 


Here is a deluxe, custom-tailored 





automatic blanket that your cus- 
tomers will find ideal for their own 
personal use or as gifts. Model 
A-2 blanket features 100 percent 
nylon binding, re-designed bedside 
control, tailored corners and sleep- 
guard wiring system. Blanket 
fabric is rayon and cotton blend 
and comes in choice of six colors. 
Retail prices start at $29.95. Gen- 
eral Electric Co. 


For more data circle No. 43 on postcard, p. 53 


Spring-wound alarm clock 

This spring-wound alarm clock, 
the Pacer, features a new, improved 
40-hour movement. Clock case 
comes in ivory, pink, blue or green 
with polished brass-plated front. 
Textured dial has contrasting dark 
brown numerals. Clock measures 





41, x 4 in. 
graham Co. 


cetails for $2.89. IJn- 


For more data circle No. 44 on postcard, p. 53 


1958 line of television 

Slimmer cabinet styles made 
possible by a new wide-angle pic- 
ture tube give this 1958 line of 
television sets a functionally 
modern look. Cabinets are 25 per- 
cent shallower. Television line also 
features an electronic tuning con- 
trol to automatically change chan- 
nels and newly developed sound 
system. Shown here is the Nordic, 


Sell this high-profit item 


with paint, garden or cain 


“Invisible gloves’ for all do-it-yourselfers 


Every handy man (and handy woman) is a prospective customer 
for Du Pont PRO-TEK hand cream. On hands and arms, it acts 
like invisible gloves—keeps paint, garden soil, auto grease from 


reaching the skin... 


makes hands easy to clean. Even sticky 


paint washes off in plain water!, Display Du Pont PRO-TEK near 
your cash register and ring up profitable extra sales. It’s a proven 
seller and a steady repeater! Order from your jobber or write E. I. 


du Pont de Nemours & Co. (Inc.), Specialty Sales, ae HA-7, 


Wilmington 98, Delaware. 


Du Pont PRO-TEK 
nationally 
advertised in... 


REG. U. s. PaT. OFF. 
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PROTECTS HANDS 
FROM Grime & PAINT 








BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 





HARDWARE AGE, 
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Visit Space +110—Atlantic City Auditorium 
Housewares Exhibit 
DINNERWARE 
STORAGE PAIR 
“VINYL” KUSHION KOATED 


Companion Pieces to Our 
NO. 208 DINNERWARE STORAGE RACK 


KITCHEN AlOSs 








No. 212—Piate Storage Rack No. 213—Cup & Saucer Rack 


SAVES SPACE, TIME. CLATTER-FREE! 
PROTECTS AGAINST CHIPPING! 
NO HOOKS NEEDED! IDEAL FOR STEEL CABINETS. | 


These Handy Space-Saving Storage Pairs make work lighter 
. give kitchens an attractive appearance. Excellent 

for steel and wood cabinets, pontry, cottage or small 

apartment. 

Dinnerware Is Easily. Accessible. Any. one. dish can be 

removed without disturbing others. 


See These New Items As Well As Our Complete Line of 
Vinyl Coated Housewares af the Show 


ARNUIRE GREATIONS ING. SuFFERK, KY 














You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly; we’ll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
Chestnut & 56th Sts., Phila. 39, Pa. 


NEW! 


summertime profits! 

















« 8fs, 
* *s 


—~=aiar 


+ 4 
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SPORT 
COOLER 


* Big, 4gal. size! 


7 samy om Does % (heal 74295 










retai/ 
7 Fiberglas senor SOE * lors! | 
to poe a dozen drinks eadnecmaae | 
for 24 hours! | 


THE PLAS-TEX CORP. Los Angeles 64, Calif. 
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Cater to the impulse buyer and win extra profits 
with this big, bright exhibit of hooks for bathroom, 
closets, hallway and kitchen. New display of beauti- 
fully finished, chromium plated aluminum hooks 
sparkles against a rich, blue background, catching 
the eye of everyone who comes near it. Display 
including $1.40 worth of hooks is free! You pay only 
for the hooks inside the display case. 


Ask for Display No. AL 6600-26--Holds § Doz. CHROMIUM PLATED ALUMINUMIHOOKS 















QUANTITY | HOOK No. | PROJECTION HEIGHT 





LIST PRICE 














12 only AL 6650-26 1-4" 1-4" 





25 each 














25 each 











AL 6651-26 





24 only 1-44" 1-34" 

















.30 each 


30 each 


AL 6652-26 





12 only 2-44" 















24 only AL 6655-26 4%" 
































24 only AL 6660-26 





3" 2-4," 30 each 











Every hook is individually packaged with screws in 
transparent polyethylene bag. 


Order from your Jobber 


SAFE PADLOCK AND HARDWARE CO. 
LANCASTER, PA 



















JUMBO 


All steel, large ca- 
pacity (4 cu. ft.). 
Edge of press- 
formed tray rein- 
forced with steel 
rod. Braces support 
tray, legs. Baked 
automotive finish. 
Pneumatic, semi- 
—— or steel 















ACE 


Low-priced favor- 
ite. Lightweight. 
Handles support 
full length of 3 cu. 
ft. capacity tray. 
Baked automotive 
finish, self-lubri- 
cating bearings, 
puncture-proof tire. 
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SPREADERS 


7 models. Many patented 
features. ‘‘Fertilizer 


LAWN SPRAYER 
Best controlled appli- 


sq. ft. Non-mist spray, 
non-corrosive pump. 
Raked automotive finish. 


ature rer @ cator for liquid fertili- 
wiser enol Non tex SOO AVME MOL CAD MMMM — 2ers, insecticides. weed 
oo” Gr tuning ak oe a = killers. Tank holds 342 
moss. Nylon bearings. WHEELBARROW MAKER “2 gals.. enough for 11,000 


Baked automotive finish. 


IN AMERICA 
| aaeeoooeoom” .. Write for FREE Literature :¥ 


JACKSON MFG. CO, 
Harrisburg, Pa. 


~en 












| 
Vv 
. 
7 
« LAWN ROLLERS + 
7 5 sizes. Axles | 
P run completely v 
through high grade 
LAWN and GARDEN CARTS! <tecl drums ‘ 
2 ruggedly-built models. Low- Rounded edges ‘ 
pins Rent Cort, oo, bes # prevent cutting " 
cu capacity ackson § sod A 
Deluxe holds 4 cu. ft., fea- gy ejustable | 
tures popular flat bottom, 
baked automotive finish. i 


2-in-1 SPREADER-CART 


Combination spreader and 4 
cu. ft. cart. Features strong 
legs, wood handle, 13 adjust. 
ments, baked automotive 
finish, nylon bearings, “‘Slots- 
& in-Hopper’’ for spreading 
4 peat moss. 


scrapers. 








WHAT’S NEW 











AT HARDWARE STORES & GARDEN SUPPLY DEALERS 














MR. PHYX HATES 
TO COUNT SCREWS?! 





Price is a real headache whe. 


customers don't buy in grosses or dozens. 


Mr. Phyx gets tired. “It's much easier 
to count in tens,” he'll tell you. Figur- 
ing cost and selling prices on screws 
and keeping track of opened packages 
is a real chore! All the other items in 
the fastener field and most of the com- 


Ae modities in his store are sold in decimal 
packs. Poor Mr. Phyx — if he only knew 
4 about Sharon Bolt and Screw Co. he'd 


be a happy man. Sharon ships Wood 


11 decorators’ colors 








Screws, Sheet Metal Screws, Machine 

toilet Screws and Machine Screw Nuts in 

seats packages of 100. (Also available in 
grosses.) 








See your jobber! ASK YOUR JOBBER, OR WRITE. 


PRODUCTS, INC. | MYA e ede em auee ee 


CLEVELAND 2, OHIO 
































@ For more information 
on these products and 
services use free post 
card on page 53. 





one of 12 new models introduced. 
Westinghouse Electric Corp. 


For more data circle No. 45 on postcard, p. 53 


Seamless aluminum lunch kit 


This aluminum lunch kit is 
drawn froma single piece of alumi- 
num. There are no seams and all 
corners are rounded. The Priscilla 
kit has a large food compartment 
and will hold a standard one pint 





vacuum bottle. Retails at $3.60. 
Leyse Aluminum Co. 


For more data circle No. 46 on pwstcard, p. 53 


Post lantern at sale price 


Your customers who don’t want 
to pay big prices for a post lantern 
will find this Colonial model solves 
their budget problem. Fitted with 
a 3-in. post fitter, this black steel, 

(Continued on page 73) 
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New Hodell Pailettes in lithographed colors work for you 
three ways—all at no extra cost! 

Here’s a chain package you can proudly display. New 
lithographed Pailettes are beautiful for floor, window or 
counter display . . . individually or massed. These attractive 
colors add a splash of brilliance to grouped displays. Stop 
customers! Make them look! Help you sell! 

Printing is lithographed right on the pail...on both sides 
of each Pailette! No more troublesome paper labels! New, 
lithographed Hodell labeling can’t scuff! Can’t peel, smudge, 


tear or be ruined by moisture! 


HODELL CHAIN COMPANY 
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@-lelai-ie nermanent ‘eleltiell- rele ng 


Labeling is big, with large printing for easy reading. Label- 
ing is uniform... printed in the same position on every 
Paiiette you receive! 

The color of the Pailette tells the chain grade—green identi- 
fies Proof Coil, red indicates BBB Coil. Stock taking is a cinch! 

And remember, Hodell Proof Coil and BBB Coil chains 
are color-coded and length marked every 10’—with color- 
coded tags on the ends— inside these beautiful, sturdy, all- 
steel Pailettes. Pailette covers are self-sealing. 

Ask your distributor for complete details. Better still, send 
him your initial order today. 


’ Nelinael 


exer’ 


Cleveland 3, Ohio 


Division of The National Screw 4&4 Mtg. Co. 
































C. Hager & Sons Hinge Mfg. Co. + 139 Victor Street + St. Lovis 4, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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WHAT'S NEWE 


(Continued from page 70) 

















brass, and high-impact butyrate | 
lantern is said to be an authentic | 
colonial reproduction. Retail: 
’ $8.95. Bandwagon Mfg., Ine. 
For more data circle No. 47 on postcard, p. 53 


(Resume reading on page 16) 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 





three legs. 
sells for $4.95. Commercial size, 
for $23.45 in galvanized model and 
$24.95 in cadmium-plated model. 
Steel-Bilt Construction Co. 

For more data circle No. 48 on postcard, p. 53 


Fall, Christmas toy catalog 


This 1957 fall and Christmas 
catalog has 28 pages of color- 
illustrated toys, games, crafts and 
play furniture which you can sell 
to your customers. Suggested re- 
tail prices are listed with each 
item. Index inside back covers 
gives quick reference to page num- 
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A 24 in. diameter model 


48 in., and 10 to 20 ft trees sells 


PENNSYLVANIA SAW 
CORPORATION 





OFFICES NEWARK,N.J. FACTORY YORK, PENNA. 








Make EXTRA SALES 


with this new Bridgeport 


ita ed a) 












Bridgeport | a 


HY-BAR 
OPEN-END 


WRENCH 
RACK DEAL 
#690 


* Only 24 wrenches per deal 

* Best selling sizes (5/16” - 7/8”) 

* Popular Prices (25c to 65c) 

* Eye-catching display for pegboard or wall 


* Top quality Bridgeport Offset Wrenches— 
Hot drop forged steel with bright plated finish 


* Small display 8” x 15” (wrenches included) 























TOTAL DEALER HIGH 
RETAILS Q-80)CosT $29) DEALER $9.51 
VALUE PROFIT z 
Order No. 690 from your jobber or write us. 
BRIDGEPORT HARDWAR ORP BRIDGEPOR i 



















COMBINATION VISES 


Stationary Jaw, Swivel Base 





This vise is made in jaw widths 32", 42", 5" and 6". The toughest, 
heaviest combination vise made. 


Mold-welded jaws of hardened tool steel. Replaceable pipe grips do 


= project beyond the face of vise jaws. Positive Athol locking swivel 
ase. 


pent Fars your wholesaler by catalog numbers 3231/2, 3242, 325 
an 


STRENGTH WHERE STRENGTH IS NEEDED 


MACHINE & FOUNDRY COMPANY 
ATHOL, MASSACHUSETTS 









































| His Hardware Age 
| Ad. Brought Results— 


As a Manufacturers’ Represen- 
|| tative, getting the HARDWARE 
AGE is a necessity, especially 
































in view of the fact that | have 











secured several desirable lines 
through the Advertisement | | 
placed in the AGE in May. | 
With best wishes for your con- || 


























tinued success." Sincerely yours, 





with this TRANSPARENT A Satisfied Advertiser 
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@ EYE-APPEALING CHAIR-LOC 


® BUY-APPEALING NOT New Liquid 


Amazing 

@ PREPRICED 2 FOR 15¢ S-W-E-L-L-S Wood | 
@ Penetrates wood fibre— 

makes them e-x-p-a-n-d 
permanently. 

@ Quiekest and casiest way 
to fix loose chair rungs. 
legs, A dowels, 

c. 









































Step up unit sales with the self-serv- 
ice ‘“Can't-Miss”’ 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO Baan pene: | smeaiaciat 
Lokehurst 3, N. J. 





























A Fast-Selling Impulse item 
Write ~~ pee Samples and 
iterature 




















TO HELP YOU SELL 


bers for various items. Transogram 
Co., Ine. 


For more data circle No. 49 on postcard, p. 53 





Bucket of pocket knives 

Here is a bucket display of pocket 
knives that you can use to build 
impulse sales. Display unit con- 
tains 36 knives and comes complete 
with bucket and clip-on talking 
board. Customer has choice of 


Special 
Value 


2 ons5 BLADE ¢ 


~ VAL Ges UP Tr Piso 





stag, horn and pearl handles in 
camp knives, jacks and pens. 
Camillus Cutlery Co. 


For more data circle No. 50 on postcard, p. 53 


Electric fan display kit 

This multi-use display kit for 
electric fans can be used for floor 
displays or divided up for smaller 
displays. Kit uses a 14-in. portable 
fan on the base and a 20-in. port- 
able window fan at the top. Dis- 
play stands 65-in. high and can be 
extended to 75-in. Illustrations 





show convenience of window in- 

stallations. Kit is free. Arvin In- 

dustries, Inc. 

For more data circle No. 51 on postcard, p. 53 
(Resume reading on page 17) 
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MR. HARDY WARE 


PLUMB SHOP MER- 
CHANDISER “RACKS” 
ALL TH’ FLEXIBLE SUP- 
PLIES, VALVES AND FITTINGS 
NECESSARY FOR WATER 
SUPPLY HOOKUP TO 
SINK, BASIN'N’ TOILET 
—MERCHANDISED 
FOR EVERY TYPE 
OF CUSTOMER... 















PLUMB 2, SHOP 






TAKE 'TRY-EVERYTHING TOM” 
.FOR INSTANCE. HE DOESNT 
TEST-BEND TH’ FLEXIBLE TUBES 
ANYMORE ‘CAUSE PLUMB SHOP 











————_ 








THEN THERES "QUESTIONW-A-MINUTE 
QUIGLEY.” TIME WAS WHEN HED TIE 
ME UP ALL DAY TALKIN’ INSTALLATION. 
BUT NOW THERE ARE COMPLETE 

mn \ DIRECTIONS 


7’ \ INSIDE EACH/ 2> 
ne 
oe 
V7, 











































"WHAT-TO-BUY WIMPLE ’ READS 
WHAT HE NEEDS ON TH CARD— 
THEN SELECTS IT DIRECTLY 

















(‘WHATS-IN-TH-BOX BIXBY” |S SURE ) 
{ OVERWRAPPED VALVES . 











SOLD ON PLUMB SHOP CELLOPHANE 
ME, TOO. 


NO MORE TORN SHELF STOCK 
, THIS DEP'T. 


























ot __ 














EVEN 'BLAMIN OAMIN”’ HERE CANT 
GOOF NOW AND BLAME MY 
INSTRUCTIONS — ‘CAUSE 
STEP-BY-STEP INSTALLATION 
DIRECTIONS GO 
RIGHT ALONG 
ON THE (¢ 
JOB WITH 

























T Please send the following: 
Folder 
Explanatory : 
< nenao #100 (327 piece onarrnso 
\ [) Merchandiser # 200 (122 piece assortment) +« 
\ 
' 














. $110.19 
. $46.87 





Name (please print) 
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How's the Hardware Business? 





Business this summer should top last year; 
here's how to show gains of up to 293 pct. 


Can you figure on sales gains 
this summer? 


Yes. But that’s only if there is 
no abnormal weather in your area 
or there are no exceptional local 
conditions to be considered. 


Retail hardware store sales for 
the first three months of 1957 (the 
latest figures available from the 
U. S. Commerce Dept.) show sales 
up more than 2 percent from the 
same period last year. 

Retail sales figures for other re- 
tail businesses so far have been 
up from 1956 figures. 


If you want to play around with 
statistics, you can make this mod- 
est figure come out to sales gain 
differences in June, July and Au- 
gust of 293 percent. 


They could, although that figure 
seems fantastically high. Last 
year the sales gain reported by 
all retail hardware stores during 
those three months was 293 per- 
cent greater than the sales gain 
reported in any other quarter, ac- 
cording to an analysis of Com- 
merce Dept. figures prepared by 
the Bureau of Advertising (BoA) 
of the American Newspaper Pub- 
lishers Assn. 


The figures are not distorted, 
although it would seem so at first 
glance. BoA had a point to prove 
to obtain newspaper advertising 
during the summer; it found fig- 
ures to prove its point. 

More impressive would have 
been an analysis of sales in May, 
June and July. The sales gain dif- 
ference in these three months was 
343 percent. 


Yet the percentage of the year’s 
business done during any of these 
periods is relatively unchanged 
from past years. 

If you want to have some fun 
with figures, here’s how it’s done: 

BoA first divided up the year 
into quarters, so that June, July 
and August fell in the same 
quarter. 


Then, using Commerce Dept. fig- 
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ures, it totaled up the volume of 
retail hardware business reported 
during each quarter. BoA com- 
pared these figures with the fig- 
ures for the same quarter of the 
year before. 

During June, July and August 
of 1956, sales totaled $776 million 
compared with $717 million in the 
same quarter of 1955. This repre- 
sented a sales gain of $59 million. 

The average sales gain of the 
other three quarters was $15 mil- 
lion in each quarter. 

Thus $59 million is 293 percent 
greater than $15 million. 

The same principle holds true 
for the impressive gain during 
May, June and July last year. The 
sales gain for those three months 
was $65 million or 343 percent 
greater than the gain in any other 
average quarter. 

However, no matter how you 
figure, you can rack up sales gains 
this summer if you stick to consis- 
tent and aggressive promotions 
and merchandising policies. 


Department store sales 
2 percent ahead of 1956 


Department store sales across 
the nation in the week ended June 
8 were at the same pace as the 
corresponding week of 1956, the 
Federal Reserve Board reports. 


However, since the beginning 
of the year, department store sales 
are running 2 percent ahead of 
last year. 


Here is a breakdown of depart- 
ment store sales by Federal Re- 
serve districts: 

Four wks. Jan. 1 


One week end. ending 
u June 1 June 8 
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Chains report business 
showed gain during May 


Mail order and variety chains 
had a good sales month in May. 

They chalked up retail sales 
gains over May 1956. They kept 
retail sales figures. for the first five 
months of the yeu about 3.5 per- 
cent ahead of the same period last 
year. 

Montgomery Ward & Co. reports 
its sales in May were 6.5 percent 
ahead of last year, the same in- 
crease as reported by Sears, Roe- 
buck & Co. The sales increase had 


more meaning for Ward’s, since 
that chain’s volume had been 
running behind the year-ago 


figures for the past two months. 

Variety chains reported sales 
gains in May ranging from less 
than 1 percent to 13.7 percent. The 
average sales gain was 2.3 per- 
cent. 


Retail sales in May 
show gain over 1956 


The nation’s retailers sold $16.9 
billion worth of goods in May, the 
Commerce Dept. reports. 

That’s $600 million, or 3.7 per- 
cent, more than they sold in April. 
It’s an increase of $800 million, or 
5 percent, more than they sold in 
May, 1956. 

Sales in the hardware, lumber, 
building and farm equipment 
group totaled $1.3 billion. This is 
just about equal to the year-ago 
sales figures and up slightly more 
than $100 million from April. 


Consumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 











Bingham tests novel 
mid-year broadside 


The W. Bingham Co., Cleveland 
wholesaler, recently decided to 
give its dealers a selling weapon 
to take up the slack between 
spring and fall sales promotions. 

The result was this 8-page, 
four-color Super Summer Special 
broadside. 


Stanley Thompson, Bingham 
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Automatic Heater 
from General Electric 


$1995" 


Never before so many fine teatures 
in a quality heater at this price! 

















1 Faster Heat Distribution .. . powerful fan 
and hidden vanes project all the heat from coil 
fan into the room. 


= Automatic Thermostat . . . set and forget. 
& Quiet Built-in Fan . . . circulates heat. 


4 Portable ... light, compact; tuck-away handle 
stays cool. Rubber feet... protects surfaces. 


» Mercury Tip-over Switch. ..shuts off heater 
if tipped over. 


6 Modern Design... beige case with stainless 
steel grille fits any décor. 


“I 


Close-set Safety Grille ... safeguards fingers 





This will be the low-priced heater of the year! and clothing. 


A top-value heater at every price level ! 


Popular General Electric 
AUTOMATIC 
HEATER 


De Luxe General Electric 


AUTOMATIC 
HEATER 


= ‘x $94 95 x | | gee g i $ 5. 4 95* 








Mod 
Large, handsome, with powerful fan-forced heat. Two kinds of heat! Penetrating radiant heat. . . 
Thermostatic control. Turns itself on and off auto- comforting fan-forced heat. Two heat settings— 1320 
matically with temperature. Heat cuts off if over- — 1650 watts. Automatic thermostat. Adjustable base. 
turned. Safety grille. Brilliantly styled in turquoise Portable. Mercury safety switch shuts off heater if 
and chrome. 1320-watt heat unit. Complete heating upset. Signal light glows when heater is on. The 
comfort at a moderate price. | ultimate in modern heating. 


m Me 


_ Ask your Distributor about the sensational "SELL FOR SILVER’ promotion! 


*Manufacturer’s recommended retail Progress ls Our Most /mportant Product 


or Fair Trade price. General Electric Co., 


Automatic Blanket and Fan Dept., 


Bridgeport 2. Conn. (5 - N EF 3 A L 
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YOU’LL PROFIT MORE WITH 





ELECTRIC 
GENERATING 


PLANTS 





GASOLINE 


ENGINES 











ELECTRIC 


PORTABLE 


POWER 
TOOLS 
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77-4100 
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393. Illinois «+ Telephone 
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New Wholesalers’ Aids 





(Continued ) 


sales promotion manager, reports: 
“We think this is a pretty good 
idea to give soft summer sales a 
shot in the arm. Evidently our 





dealers and their customers think 
so, too. We've used more ‘than 
500,000, and orders are still com- 


ing in.” 


A tie-in sales kit for store trim 
is offered as a companion deal at 


90¢ each. 


Catalog bristles with summer 
items, at least half of which are 


quoted at sale prices. 


Wholesale group issues 
24-page toy catalog 


A 24-page toy catalog for dealer | 











| 


distribution to introduce the 
Christmas selling season is being 


produced for a group of six whole- | 


salers. 


Circulation of this toy book is 
expected to be 1% million copies. 

The book will be in four colors. 
The page size will be 8% x 11 in. 

The wholesalers participating 
in this book which is being pro- | 


duced by the Meyer Merchandis- 


ing Service, Inc., Chicago, are: 


Dues, Inc., Dayton, Ohio; Ful- 


ton, Mehring & Hauser Co., Inc. 


’ 


York, Pa.; Hassco, Inc., Denver, 
Colo.; King Hardware Co., At- 
lanta, Ga.; Marshall-Wells Co., 
Duluth, Minn.; and John Pritzlaff 


Hardware Co., Milwaukee, Wis. 
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EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


“lurnbuchle$ 
TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND BEACH, MICHIGAN 








“One good turn (buckle) deserves another” 
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Tough, flexible polyethylene film absorbs shock in the new “Swing-Pack” package for fragile parts. 


Polyethylene film makes possible 


unique new “Swing-Pack” for fragile parts 


Film made of BAKELITE Brand Polyethylene is the key to this new light- 
weight suspension packaging idea developed by Polyfab Company, Los 
Angeles 65, Calif. 


The packaging of radio tubes is an excellent example of how it works. 
The tubes are enclosed in pockets formed by heat-sealing seams in an 
envelope of polyethylene film. The whole filled strip then swings sus- 
pended from a die-cut and scored insert in a corrugated box. The unit 
saves weight, is dustproof and shock absorbent . . . easy to assemble and 
requires less storage area than conventional packages. 

Investigate all the ways film made of Bake.ireE Brand Polyethylene 
can help you—in manufacturing, in shipping, and in building bigger 
retail sales. See your packaging supplier, or write Dept. YM-77. 


iT PAYS TO PACKAGE IN FILM MADE OF 


BAKELITE 


POLYETHYLENE 


UNION 
CeyN> 1-4) 0) = 


BAKELITE COMPANY, Division of Union Carbide Corporation @p 30 East 42nd Street, New York 17, N. ¥. 


The terms BAKELITE, UNION Carswwe and the Trefoil Symbol are registered trade-marks of UCC, 
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THE NEW WRENCH 


WITH THE “INNER GRIP" 






























WRENCHES 


-» GRIP and DRIVE ALL 
HEX HOLLOW-HEAD 
SET SCREWS AND 
CAP SCREWS! 


NO FUMBLING 
NO DROPPING 





; 


| 











OVER 200 TYPES AND SIZES IN STOCK 


WRITE FOR CATALOGUE 


| MAKERS OF SPINTITES, GRIl FoR oven 





MANUFACTURED EXCLUSIVELY BY 
STEVENS WALDEN Inc. 









462 SHREWSBURY STREET 
WORCESTER. MASSACHUSETTS 

















' 


| 


| 
| 
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customers back 


..when you tell them they can now spray a hard, 


> 
—e 


surfaces from toys to filing cabinets! The new 
Hammer Finish in Gray, Green, Blue, Silver and 
Copper dries odor-free in minutes, with a smooth 
protective beauty that will inspire many a new 
project ...and repeat sales for you. Shipments 
made from St. Louis or Los Angeles plants same 
day order received. Call your jobber today 

for more multiple sales tomorrow. 

Find out more about the other 

Chromatone products: 

SPRAY ENAMELS « DECORATIVE METALLIC 
FINISHES « ALUMINUM « REDWOOD 


ALUMATONE CORPORATION 
1523 Grande Vista Ave., Los Angeles 23, California 
9270 Olive Street Road, St. Louis 24, Missouri 


Steel Rive 
Winn DREN — 






Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout ina few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 
THE DYKEM COMPANY 
Established 1920 = 
22088 Herth 11h Se. © St. Lovis 6, Mo. | 
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Promotions 








Manufacturers’ New 
Merchandising Plans 





keeps bringing good 


durable factory-finish HAMMERED effect on many | 





Savogran is offering 
do-it-yourself booklet 


In order to encourage more use 
of its removers, Savogran Co., 
Boston, Mass., is offering a book- 
let of do-it-yourself information 
to readers of more than one-dozen 
do-it-yourself consumer maga- 
zines. 

The booklet, “How To Remove 
and Restore All Finishes,” con- 
tains 28 pages, fully illustrated 
with step-by-step instructions. 

Among the consumer magazines 
carrying the offer to readers are 
American Home, Better Homes & 
Gardens, Popular Mechanics, and 
Popular Science. 


Magazine and TV ads 
scheduled by Aladdin 


Aladdin Industries Inc., Nash- 
ville, Tenn., has scheduled tele- 
vision and magazine advertising 
for its outing kits, wide-mouth 
bottles, workman’s kits and school 
lunch kits. 

All of the products will be ad- 
vertised during the summer on 
“Tlome Show” on NBC-TYV. 

The outing kits and wide-mouth 
bottles are being featured in the 
July issues of Esquire and Parents’ 
magazines. The school lunch kits 
and the workman’s kits will ap- 
pear in the August issue of This 
Week and the September issue of 
Good Housekeeping. 


Tait has merchandising 
kit for dealers’ use 

Tait Mfg. Co., Dayton, Ohio, has 
a special dealer merchandising kit 
available to spur sales of pumps 
and water systems. 

The kit contains a window ban- 
ner, newspaper ad mat, customer 
selection manual for pumps and 
water systems, instructions for set- 
ting up displays and a book of 
sales aids. 

The kits are available through 
wholesalers. 
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Only Southern Screws Vay and Bolts mal 


are packaged with the 
famous EZ to 0,’ label —Li= 


Fd 
ww 
a 
a 
=. 
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‘ 





for positive identification. =) 


@ = S 
= ‘ 


Advertised and masilited 


nationally — Screws oo 


and Bats | i 


Wood Screws + A, B & F Tapping Screws + Machine 
Screws & Nuts + Wood & Type U Drive Screws 
Dowel Screws , Stove Bolts . Roll Thread 


Carriage Bolts + Hanger Bolts 





Sold Through Leading Wholesale Distributors 
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Housing starts in May 
are highest for 1957 


Work was started on more new 
homes in May than any other 
month so far in 1957, the Labor 
Dept. reports. 

Work was 
houses 


started on 102,000 
during the month. This 
compares with 92,000 starts in 
April and 113,700 in May 1956. 

The department reports that 
builders started work on new 
houses at a yearly rate of 990,000 
units in May. This compares with 
a yearly rate of 940,000 units in 
April. In May 1956, new homes 
were started at a yearly rate of 
1,146,000 units. 

For the first five months of 
1957, housing starts totaled 405.,- 
800 units. This is 15 percent below 
the number of starts in the same 
period last year. 

The picture for future housing 
starts under the G. I. home loan 
guaranty is not as bright, how- 
ever. 

The Veterans Administration 
reports it received requests to ap- 
praise only 16,584 planned units in 


Save with MYERS 





eee Warehouse Trucks 


Hardware Warehouse Special 


Newly Engineered for 
MANUAL, DRAGLINE 


Capacities up to 


cation. Competitive prices. 
cities. Write or call 


MYER 










or TOWING OPERATION 


4,000 LBS. with PLASTIC WHEELS, yet stream- 
lined design eliminates unnecessary weight. 
availabie. Metal Armored hardwood decks, 32" x 48" to | 
36" x 72". Choice of: Blackboards, Ticket Holders, Parking 
Brakes, Numbering and lettering for coding and identifi- 
Representatives in principal 


bs-itle @y-\, ome bai mee} 
CAnal 8-2536 — Nashville 7, Tenn. 


May. This compares with requests 
for 19,381 units in April. It is less 
than half the 44,395 appraisal re- 
quests in May 1956. 

On the other hand, applications 
for mortgage insurance under the 
Federal Housing Administration 
program reached their highest 
level in May since May 1956. 

FHA reports it received appli- 
cations to insure 16,900 new homes 
in May. This compares with 16,763 
applications in April. However, it 
was below the 22,132 applications 
received in May 1956. 


Number of jobholders 
increases during May 

The number of persons working 
in the nation increased between 
April and May, the Commerce and 
Labor Depts. announced jointly. 

Total employment in mid-May 
was 65.2 million. This represents 
a total of 900,000 more jobholders 
than in mid-April. 

Even with this bie increase, 
total employment in May was just 
about at the same level as at this 
time last year. 


MODEL 3090 


Rubber tires 

















Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 














Personal income sets 
all-time high in May 

Personal income in the nation 
reached an all-time high in May, 
the Commerce Dept. reports. 

But most of the gain reported 
was in the form of higher Social 
Security payments. Factory pay- 
rolls showed a decrease during the 
month. 

According to the Commerce 
Dept., personal income during May 
a yearly rate of $340.5 
billion. This is $1 billion higher 
than in April. It is $17.5 billion 
higher than in May 1956. 


was at 


Industrial production 
dips slightly in May 

Fewer goods rolled out of the 
nation’s factories in May than in 
April. That’s the report from the 
Federal Reserve Board. 

The board’s index of industrial 
production in May stood at 143 
percent of the 1947-49 average of 
100. This was down 1 point from 
April but still 2 points ahead of 
May 1956. 









=ai Sell GREENLEE 22 Solid-Center 
| Auger Bits in sets and make extra large 
sales. Durable green plastic rolls 
contain sets of 6, 8, 9, or 13 bils. 


GREENLEE 





Every claim for the superior preformance 
of this quality line of builders’ hardware 
is justified. Fine design and construction 
assure friction-free operation, years be- 
yond the normal service life expectancy. 
Over 300 available products await your 
selection. 


MANUFACTURING COMPANY 


i , oe 
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Smart retailers all know that a square 
foot of Revere Ware on display leads 
the list of moneymakers in housewares. 
Today you'll find it true as ever that, 
placed right, Revere Ware sells on sight! 
To keep it so, we advertise continually 
... and count on your displays to pro- 
vide the proof. Revere Copper and Brass 
Incorporated, Rome, N. Y. 
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Ace Hardware Holds Mid-Year Convention; 
Reports May Sales 31 Percent Over 1956 
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Here are some of the 837 dealers and personnel who at- 
tended the Mid-Year Convention and exhibit held by Ace 


Hardware Corp. at its warehouse in Chicago. 


Dealers and personnel to- 
alling 837 were on hand for 
the June convention and ex- 
hibit at Ace Hardware Corp. 
warehouse in Chicago, III. 

Richard Hesse, president 
of the wholesale firm, an- 
nounced that May 1957 sales 
were 31.07 percent over 1956 
and 24.4 percent ahead of 
1956 for the first five months 
of this year. 

Among the highlights at 
the affair was the introduc- 


tion of 21 stores that have 
affiliated in the first five 
months of 1957 and a toy 


show which was part of the 
exhibit. Ace toy buyers re- 
ported a large increase in 
dealer purchases over pre- 
vious years. 

The Ace advertising pro- 


gram was outlined for the 
year. Included are: six 
broadsides; three 48 page 


booklets for spring, fall and 
Christmas; mat service: and 
a series of full page ads in 


Chicago, Minneapolis and 
Milwaukee papers. 
President Hesse _ reports 


that “The Ace Fixture Mfg. 
Plant is rapidly converting 
all Ace stores to self-ser- 
vice.” 
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“The Ace service includes 
fixtures, descriptive bin tick- 
ets for every item, a relay 
job so that merchandise is 
displayed in the exact 
quence as in the Illustrated 
Checklist. This system re- 
duces ordering and_ stock- 
keeping time to a minimum,” 
he said. 

Many Ace stores reported 
a gross margin of 40 percent 
and over. 

Mr. Hesse announced that 
from all indications business 
will be good for the balance 
of this year and recommend- 
ed that stores purchase 60- 
day stocks for everyday needs 
and at least 50 to 75 percent 
of the season’s requirements 
on seasonal advance buy bul- 
letins. 

Improvements made at the 
warehouse include he addition 
of IBM and Xerography plus 


se- 


(Continued on page 88) 


Johnston-Erwin Gets 
Div. Of Allison-Erwin 


Johnston-Erwin. Atlanta, 


Ga., has taken over the 
Southern Div. of Allison-Er- 
win Co., wholesaler with 


main offices in Charlotte, 
N. C. The division, which 
handles floor coverings, has 
branch warehouses in At- 
lanta, Albany and Savannah, 
Ga., and Montgomery, Ala. 
Jack Johnston, former 
vice-president and general 
sales manager of Allison-Er- 
win Co., is president of the 
new floor covering wholesal- 
ing firm. J. C. Erwin, presi- 
dent of Allison-Erwin, will 
also be a director and mem- 
ber of the company. 
Johnston-Erwin will cover 
Georgia, southeastern Ala- 
bama and eastern Tennessee. 


Central States Club 
At 19th Golf Party 


The Central States Hard- 
ware Club held its 19th An- 
nual Golf Party June 7 at 
the Chevy Chase Country 
Club in Wheeling, Ill. Golf 
playing members and guests 
numbered 77 with 132 in at- 
tendance at the dinner. 

Winners in golf were as 
follows: Low net-first, 61. 
D. V. Holman of Adjustable 
Clamp Co., second, 61, John 
Cashmore of Irving S. Kemp 
Co., third, 64, S. W. Goode- 
nough of American Steel & 
Wire Div. 

Low gross-first, 76, Carl 
Michelson of Rust-Oleum 
Co.; second, 78, W. K. Child 
of Illinois Iron & Bolt Co.; 
third, 78, John W. Gostelle, 
Jr., of McKinney Mfg. Co. 


Sales Trends Reported 
By Paint Color Maker 


Light brown, light gray- 
green, pink, light aqua, and 
off-white colors are up in 
sales, reports the California 
Ink Co., Inc., San Francisco. 
This firm supplies paint tube 
colorants to paint manufac- 
turers. 

In its recent color trend 
report for the fall of 1957, 
California Ink also noted 
that blues,-blue-greens, yel- 
lows, and corals were on a 
downward trend. 


Shapleigh Names Penner 
To Top Promotion Post 


H. E. Penner has been 
named advertising and sales 
promotion manager of Shap- 
leigh Hardware Co., St. Louis 
wholesaler. 

Mr. Penner will work un- 
der J. R. McKee, vice-presi- 
cent in charge of sales. 

Mr. Penner was Stores 
Div. Manager, Marshall- 
Wells Co., at Saskatoon, 
Canada. 





H. E. PENNER 


C. R. Worrall Elected 
imperial Co. President 


Carlos R. Worrall has been 
elected president of the Im- 
perial Hardware Co., whole- 
saler and retail store chain 
operator of El Centro, Calif. 


Other officers elected at 
the same time were: 
Drexel C. Cooper, vice 


president, and John E. 
Kearney, secretary and trea- 
surer. 

Other vice presidents 
elected were: C. Lee Chap- 
pell, El Centro; Norman 
Hindle, Yuma; T. Wayne 
Miles, Indio; and C. Wade 
Orris, Long Beach. James A. 
Schofield was named assis- 
tant secretary and assistant 
treasurer. 

Howard P. Meyer, former 
president of the firm, has 
been elected chairman of the 
board. He is one of the 
founders of the 49-year-old 
company. 
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Belknap Elects Two 
To Board of Directors 


Belknap Hardware and 
Mfg. Co., wholesaler of Louis- 





JOHN H. ANDERSON, JR. 


ville, Ky., has elected John 
H. Anderson, Jr., and Joseph 
A. Shearer to the board 
directors. 

Mr. Anderson joined Bel- 
knap’s stock department in 
1947 and later worked the 
Clarksdale, Mississippi, ter- 
ritory as a salesman. In 1955 


of 


he became sporting goods 
buyer. 
Mr. Shearer started with 


Belknap in 1939 in the re- 
ceiving department and held 





JOSEPH A. SHEARER 


a number of managerial po- 
sitions until he became sales 
director of the Kentucky di 
vision in 1954. 


Kansas City Tornado 


Two victims of the de- 
structive tornado that hit 
suburban Kansas City re- 


cently were James Crawley 
buyer for Townley Metal and 
Hardware Co. and Jack 
Sproul, an industrial sales- 
man for Townley. Their 
homes and furnishings were 
completely destroyed in the 
bic wind. 
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Self-Service Hardware Opens In Norfolk; 
33 Year Old Indiana Store Changes Hands 


Norfolk, Va.—The Little 
Creek Road Hardware re- 
cently opened a completely 
self-service store in the 800 
block of Little Creek Road. 
This store is believed to be 
the first completely self-ser- 
vice hardwere store in the 
city. 


Monticello, Ind.—Ben Mis- 
enheimer recently purchased 
the 33 year old establishment, 
John L. Buss Hardware. Mr. 
Buss is now retiring after 
47 years in the hardware 
business. 
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Minn.—W ar- 
ner Hardware Co. has air 
conditioned its store in the 
Minneapolis center business 
district to build store traffic 
for the summer months and 
to make working conditions 
better for employees. 


Minneapolis, 


Yakima, Wash. — Brolliar 
Hardware, in the Westport 
Shopping Center, is being re- 
modeled. A front corner is 
being built up, adding more 
display space. The store will 
be 50 by 110 ft. A back room, 

(Continued on page 90) 
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Service Held Key to Future Sales of Power 
Mowers; Lilly Heads Mower Institute 


The future favors lawn 
mower dealers who offer con- 
tinuing service, and put more 
emphasis on that service with 
every new power mower sale. 

This opinion was voiced at 
the recent fifth annual con- 
vention of the Lawn Mower 
Institute, Inc., June 20-21, at 
the Royal York Hotel, Tor- 
onto, Ontario, Canada. 

Sales for 1957 were seen at 
3.2 million units, with an 
average approximate retail 


of $67. 


This was compared to total 


37-40 percent of 1957 
are replacement sales. 


was a 
table forums. 


sales of 100,000 units in 1946, 
with the average unit sale at 


$135. 


The Institute estimates 


that 17 million mowers were 
made between 1946 and 1957. 


An estimated 12,000,000 
power lawn mowers are now 
in use. 


The Institute believes that 
sales 


A highlight of the meeting 
series of four round 
Each elected a 
(Continued on page 90) 





American Hardware Acquires Kwikset Locks; 
Now Has Low Cost Residential Lockset Line 


Kwikset Locks, Inc., Ana- 
heim, Calif., has been ac- 
quired by the American 
Hardware Co., New Britain, 





EVAN J. PARKER 
Conn., according to an an- 
nouncement by both com- 
panies. 

Kwikset stockholders ac- 


cepted a stock exchange offer 
made by American Hard- 
ware. Kwikset will be oper- 
ated as a corporate subsidi- 
ary of the American Hard- 
ware Corp. for an indefinite 
period of time. 

Founded in 1946, Kwikset 
is a leading producer of low 
cost residential locksets and 
employs approximately 400 





persons. 

American Hardware is a 
110 year old manufacturer of 
Corbin and Russwin locks 
and builders’ hardware. Sales 
in 1956 were $30,536,862 and 
earnings were $2.53 per share 
of common stock. 

According to Evan J. Par- 
ker, American Hardware 
president, acquisition of 
Kwikset serves both compa- 
nies with many economies by 
providing each with needed 


production and distribution 
facilities on the opposite 
coast. 


Acquisition of Kwikset 


brings American Hardware 
into the low cost residential 
lockset market. The com- 


pany’s primary distribution, 
heretofore, has been in office 
buildings, hotels, schools, 
commercial construction and 


higher priced residential 
hardware. 
American Hardware now 


has six divisions with plants 
in New Britain, Conn.; 
Clarksdale, Miss.; Hornell, 
N. Y.; and Anaheim, Calif., 
and a subsidiary, the Inter- 
national Hardware Co. of 
Canada, Ltd., Belleville, On- 
tario, Canada. 















New... 
complete... 
compact! 






















































MERCHANDISER DISPLAYS 


Everything you need to display and 
sell the Cal-Dak Tray Table line! 








TWIN MERCHANDISER DISPLAY, ITEM NO. 402 
Holds 8 tray tables for easy customer selection, takes 
little floor space...each unit, only 214%” wide x 22%” 
deep x 57%” high. 

SPECIAL OFFER gives you...a complete assortment of 
Cal-Dak tray tables and sets in all sizes, styles and 
patterns, with List Price Value of $203.00... plus 
FREE Twin Display Racks ($20 Value)...at full 40% 
discount prepaid. YOUR NET PRICE, ONLY...$121.80. 





BASIC MERCHANDISER DISPLAY, ITEM NO. 401 
An attractive space-saving floor display ...a real 
traffic-stopper for your windows! 


SPECIAL OFFER gives you... King-Size Roll-A-Tray 
sets and Queen-Size tray table sets in assorted pat- 
terns and full selection of individual tray tables in 
each pattern, with List Price Value of $116.30... plus 
FREE Single Unit Display Rack ($10 Value) ... at 
full 334% & 5% discount prepaid. YOUR NET PRICE, 
ONLY .. . $73.65. 
Also available ...FREE newspaper mats, glossy photos, repro 


proofs, electros, to help you tie in with Cal-Dak National 
Advertising in every issue of McCALL’S « BRIDES + LIVING 


> Work-Saving Quality Housewares 


THREE FACTORIES TO SERVE YOU BETTER: 
LANCASTER, PA. * LA PORTE, IND. * COLTON, CALIF. 



























News of the Trade 











New appointments. new territories. etc. 


MANUFACTURERS’ SALESMEN 








Jacobsen Mfg. Co., Racine, 
Wis., has appointed Edward 
S. Kudrna field service su- 


-pervisor for New England 
and 
| States. 


the North Atlantic 
He has been in the 
company’s engine and repair 


department for 11 years. 


| Mass., 


v 
L. S. Starrett Co., Althol, 
has appointed four 


_additional salesmen in vari- 


ous areas. Richard H. Chace 


_is in San Francisco. Charles 


B. Whipps has been assigned 


'in the Toronto, Canada, area. 
_Allan B. Carruth is in At- 
lanta, and Robert J. Carney 


reports to the Los Angeles 


a.‘ea. 


v 


Lamson & Sessions 


Co., 


Cleveland, has promoted 


T. William Kelly to assistant 


sales manager in the western 
district. His office is in Chi- 


cago. G. William Eggers has 


'become a_ representative in 


| Ine., 


the St. Louis area. 
v 
Radio & Television Div., 
Sylvania Electric Products, 
has named Evart C. 
Sharrow district manager in 








Dallas, Tex., succeeding A. F. 
Baldensperger who has 
joined C. R. Rogers Corp., 
Sylvania Pittsburgh distribu- 
tor. Mr. Sharrow had spent 
25 years with Easy Wash- 
ing Machine Co. Richard G. 
Evans succeeds Ronald E. 
Vedder as manager in Kan- 
sas City, Mo. Mr. Vedder is 
now coordinator of radio and 
high fidelity field sales. 


v 


Aluminum Goods Mfg. Co., 
Manitowac, Wis. has ap- 
pointed Thomas Kemp, Mirro 
representative in northern 
Indiana. 

v 


Ekeco Products Co., Chi- 
cago, Ill. has promoted John 
Pound to New England dis- 
trict manager for the Geneva 
division. He was previously 
a representative in New 
York. 

Vv 


The Stanley Works, New 
Britain, Conn. has appointed 
James A. Stevens represent- 
ative for Stanley Hardware 
in the state of Oregon and 
part of Washington. 








NEWS OF 


MANUFACTURERS AGENTS 








Stewart Industries, Ince., 
Indianapolis, Ind., has ap- 


| pointed several firms to rep- 


resent 
Aire ventilators 
| hoods and Stewart-Aire 


ES Ca 


its line of Kitchen- 
and range 
100 
line of fans and hoods. J. 
W. Fischer Co., Minneapolis, 
Minn., covers Minnesota and 
the Dakotas; Marvin E. 


| Borngesser, Thiensville, Wis.. 


has Wisconsin; E. J. Gilbert. 
Jr., New Orleans, covers 
Louisiana; George T. Olson, 
Jackson, Miss., has Arkansas 
and Mississippi; and the C. 
W. Lehner Co., Atlanta, Ga., 


handles Alabama, Georgia 
and part of Tennessee. 
v 


Lyman Gun Sight Corp., 
Middlefield, Conn. has ap- 


| pointed Harry J. Williams 


Co. of St. Augustine, Fla. 
as their sales representative 


| in the Southeastern states. 
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Gleason Corp., Milwaukee, 
Wis., manufacturer of slow 
speed wheels and casters, has 
appointed Leslie L. Bolton 
representative in Virginia. 
Mr. Bolton formed the agency 
last year and covers three 
states. 

Vv 


Artloom Carpet Co., Phila- 
delphia, Pa. has appointed 
Cliff Hodes & Associates, St. 
Louis, Missouri representa- 
tive in the state of Missouri 
and part of Illinois for their 
Chemical Products division. 


v 


Columbus Plastics Prod- 
ucts, Inc., Columbus, Ohio 
has appointed Uscier & Hus- 
sey Associates, Inc., New 
York, sales representative in 
New York City and Long 
Island for Lustro-Ware plas- 
tic housewares. 









Hurry, hurry, hurry—get in on 


BISSELL’S BIG 

























to retail at $99* (res. $11.95)" 


se Terrific sales opportunity at full mark- 
up from September 16 through Octo- 
ber 31 only! — «Siightly higher in the West. 


Your customers will 
“ | B-R-E-E-Z-E through 
| ;  ~ a fs “4 = daily cleaning with 
| 7 FR Bissell BREEZE! 


Streamlined, all-steel case in Red and Metallic Green. 
.t ae gh 7 Extra-size dustpans and big rubber bumper, self- 
rf ; cleaning brush that adjusts to any rug. Sta-up han- 
dle. A sensational value at this limited-time-only price! 








FREE FOR THE ASKING! Colorful, sales-making 
COMES TO SEPTEMBER 23 “CARNIVAL OF SAVINGS” merchandising aids! 

—full page, four colors—timed to reach your 
customers as they start fail housecleaning, plan 
for big gift occasions! PLUS a continuing cam- 
paign in BRIDE’S MAGAZINE, promoting Bissells 
as wedding and shower gifts! 








DEMONSTRATION-SELLING on NBC-TV’s award- 
winning “Matinee Theater’ reaching more than 
two million women, right in their own homes! 





GET INTO THE ACT NOW! 
TV “SPOTS” in 100 markets! You can tie-in Contact your Bissell salesman or distributor, or write 

with hard-selling commercials that tell-and-sell Bissell Carpet Sweeper Co., Grand Rapids 2, Mich. 
women on daily “beauty-brush” rug care! 
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Ace Hardware Holds 
Mid-Year Convention 


(Continued from page 84) 
a pneumatic tube system and 
new mechanical equipment. 

Dates for the 34th Annual 
Convention to be held in Chi- 
cago at the Hilton Hotel were 
announced as January 5 
through 7, 1958. 


McCarty Named Sales 
Manager Of Lansing 


Frank H. McCarty has 
been appointed sales man- 





FRANK H. McCARTY 


ager of the Lansing Co., 
Lansing, Mich., manufac- 
turer of wheelbarrows and 
materials handling equip- 
ment. 

Mr. McCarty has _ been 


sales manager of the Garden 
Sprayer Department of John 
Bean Div. of Food Machin- 
ery and Chemical Corp. for 
the past 4 years. He has been 
in distributor sales for 19 
years. | 

In another appointment by 
Lansing, Donald Ernsberger 
became district sales man- 
ager. 


Aluminum Specialty 
Appoints R. F. Vance 


Aluminum Specialty Co., 
Manitowoc, Wis., has ap- 
pointed Robert F. Vance 
sales promotion and adver- 
tising manager for its Alu- 


mode aluminum ware and 
Kiddykook toys. 
The recently discharged 


Army veteran formerly was 
in the advertising depart- 
ment of Proctor & Gamble, 
Cincinnati, Ohio. 














Ask your 


these 


Bethlehem Steel = jais ano sTaptes 
DUS nsrseenccntans 

















Federal Grand Jury Indicts Hardware Group; 
Violation Of Sherman Antitrust Law Charged 


The Federal Grand Jury 
in Brooklyn, N. Y., has re- 
turned an indictment against 
the Nassau and Suffolk 
County Retail Hardware As- 
sociation, Inc., Long Island, 
N. Y., charging it with vio- 
lating the Sherman Antitrust 
Act. 

The indictment charges 
that, beginning in August 
1953, the association, manu- 
facturers and wholesalers of 
hardware and housewares, 
and others, engaged in an il- 
legal combination and con- 
spiracy to eliminate the re- 
tailing of hardware and 
housewares by discount 
houses and to fix prices on 
such products sold in the 
Long Island area. 

Nathaniel Demian, presi- 
dent of the retail association, 
has made no statement re- 
garding the indictment. 

The defendant and co-con- 
spirators are charged with 
having agreed that suppliers 
should discontinue business 

relations 


with discount 





STEEL FENCE POSTS 


that manufacturers 
should prevent wholesalers 
from reselling them to dis- 
counters; that retailers 
should boycott manufacturers 
whose products are resold in 
discount houses; and that 
manufacturers should fix, 
with fair trade contracts, re- 
tail prices at which their 
products are sold in the area. 


houses; 


MacHardy Resigns New 
England Assoc. Post 


A. C. MacHardy has re- 
signed as executive secretary 
of the New England Hard- 
ware Dealers Association. 
Announcement was made by 
president Kermit C. White- 
hill of Noyes & Whitehill, 
Bellows Falls, Vermont. 

Mr. MacHardy joined the 
association in 1946 and be- 
came executive secretary in 
1952. He leaves an impres- 
sive list of accomplishments 
in behalf of the association. 








BARBED WIRE 
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INCREASE YOUR SALES-DOLLAR- 
VOLUME INSTANTLY with 


cence the NEW, 


Sensational 
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DS = — oH » REP AIR-TOPPING-WELDING 
‘2S > REVOLUTIONIZES cement and ma- 
ial om f' sonry repairs — ELIMINATES fhe 





CHIPPIN Gor ROUGHENING, 
PRIMING and CURING fthof ae 
necessary with ordinary cement 
patching materials. 

What's more it is applied as THIN 
as 1/16" or more than 1°" whatever 
thickness needed. 
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A terrific 


seller in the 
“Ete 1t-Your Saves contractors, home owners, 


self’’ marke? farmers, maintenance men hundreds 
of dollars in concrete replacement 
and repairs 


AVAILABLE IN 3 SIZES 


or: SMALL KIT — 8 /bs. CONTRACTORS UNIT 


(sufficient to repair 50 52 ib. drum 
to 150 ft. of average includes 40 its. powder 


cracks) mix, 1 gallon lotex mixer. 
LIST PRICE .. $2.9§ Sufficient to cover aD- 


LARGE KIT — 1¢ /bs. prox. 100 sq. ff. 1/16" 


double size) thick 
LIST PRICE.... $4.95 LIST PRICE $10.00 


. / —_— yy BOTH KITS include powder mix, liquid ALL PRICES 
SY rubber latex and a trowel FOB-Chicago 


See Your Wholesale Supplier or 

We had to put on extra hands — since we Write Today for Cemoleie bebtiaation 

started suggesting “Scotcn” Brand Masking Tape 9 nn ee 
etc. Chicego 21, HMlinois 


; , 
with every paint sale! ERVICE 





The CAMP COMPANY, 


IVER 22 YEARS 




















| INVASION ISS IMPOSSIBLE! 
AMERICAN COAST ISS PROTECTED 


ENCE! 
or F 
















Cartoon ads like this, appearing 
regularly in regional farm papers 
are catching the attention of your 
prospects. 
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BALE TIES AUTOMATIC BOLTS 


LINE BALING WIRE 
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Institute Elects Lilly; 
Stresses Service Factor 


(Continued from page 85) 


chairman to _ preside 
questions such as: 

1. Will most power mower 
sales in the next five years go 
to dealers who combine ser- 
vice with sales? 

2. Can we solve: “I won’t 
service your mower because | 
didn’t sell it to you?” 

3. Is the central parts pro- 
gram forcing list prices too 
high on parts? What’s the 
remedy? 

There were many 
questions. While opinions 
and findings were voiced, 
final judgment was reserved 
pending further discussion 
and research. 

Elections of officers saw 
David M. Lilly, president, 
Toro Mfg. Corp., named pres- 
ident succeeding Harold M. 
Cooper, Cooper Mfg. Co. 

A. W. Schenck, sales mana- 
ger, Savage Arms Corp., was 
elected vice-president. John 
M. Butler, Jr., president, 
Roberton Mfg. Co., is secre- 
tary-treasurer. 

Harold K. Howe was reap- 
pointed executive secretary. 

Executive committee direc- 
tors are: Mr. Cooper; Mr. 
Lilly; Mr. Schenck; T. Bow- 
ring Woodbury, president, 
Aircapitol Mfgs., Inc.; and 
John M. Butler, Jr., presi- 
dent, Roberton Mfg. Co. 

Other directors are: H. F. 
Engelking, general manager, 
Bolens Products Div., Food 
Machinery & Chemical Corp. ; 
Allan W. Greene, vice-presi- 
dent and general manager, 
Moto- Mower Div., Detroit 
Harvester Co.; W. H. Phelps, 
president and general mana- 
ger, Sensation Mower, Inc. 

Also, John J. Wallace, vice- 
president, sales, Clemson 
Bros., Inc.; and new direc- 
tors: Walter M. Ringer, Jr., 
president, Foley Mfg. Co.; 
Robert Schuler, sales mana- 


over 


other 


ger, Lawn-Boy Div., Out- 
board Marine Corp.; and 
Lewis C. Vandertill, vice- 


president and sales manager, 
Appliance Div., Motor Wheel 
Corp. 

Vaughn Border, chairman 
of the publicity committee, 
gave a special report on 
dealer mailings designed to 
educate customers on safety 
handling of power mowers. 

Guest speakers were Ralph 
Head, vice-president and di- 
rector of marketing, Batten, 
Barton, Durstine & Osborn, 


90 





Inc., and D. G. W. Douglas, 
Dept. of Trade & Commerce, 
Ottawa, Canada. 





EDWARD L. TAYLOR 


E. L. Taylor Elected 
VP Of Ingraham Co. 


Edward L. Taylor has 
been elected vice-president 
in charge of sales for the 


E. Ingraham Co., Bristol, 
Conn. 
Mr. Taylor joined the 


watch and clock making firm 
last year as general sales 
manager. He was previously 
general sales manager of 
Florence Stove Co., Chicago. 
and sales manager for the 
electronics division of Stew- 
art-Warner Corp. 


Village Blacksmith Co. 
Appoints Sales Manager 


Don Gottschalk has re- 
cently been named sales and 
advertising manager of the 
Garden Tool Division of the 
Village Blacksmith Com- 
pany of Watertown, Wiscon- 
sin. Previously, Mr. Gott- 
schalk was sales manager of 
the Milwaukee Hydraulic 
Products Corporation. 





DON GOTTSCHALK 


Three Are Promoted 
At Gibson-Homans Co. 


Three promotions have 
been made by Gibson-Ho- 









—News of the Trade 


mans Co., Cleveland, Ohio. 
Adrian H. Hasse has been 
named assistant to the presi- 
dent at the company head- 
quarters. He will be respon- 
sible for the general admin- 
istration of company policy 
and management training 
and will supervise the Lake 
City Tackle Products Div. 
Donald L. McKelvey has 
been promoted to president 
and division manager of the 
company’s Portland, Ore., 
division. He has been with 
the company several years. 
James E. Covert is the 
new vice-president and gen- 
eral manager of the com- 
pany’s Richmond, Calif., divi- 
sion. He is a former produc- 
tion manager at the division. 


Creech Manager Of New 
Westinghouse Division 
W. B. Creech, 
manager of major 
for 
Corp., 


formerly 
accounts 
Westinghouse Electric 
Mansfield, Ohio, has 


yon Rene 
Ser 


bo: ie 


* 


W. B. CREECH 





been named manager of the 
firm’s newly created appli- 
ance service division. 

Mr. Creech joined the 
company in 1929 as an elec- 
tric range specialist in the 
southeastern district. He 
took over his most recent 
position last July and has 
had administrative supervi- 
sion of all service operations 
since 1954. 


Autoyre Names Krause 
As Promotion Manager 


David L. Krause has been 
named sales promotion and 
advertising manager of 
Autoyre Co., Chicago, a sub- 
sidiary of Ekco Products Co. 

The former sales promo- 
tion manager of Ekco’s 
housewares division has been 
with the parent company 
since 1952. 





Ed H. Gorton Retires 
From Wooster Rubber 


Ed H. Gorton has retired 


from the Wooster Rubber 


Co., Wooster, Ohio. 





ED H. GORTON 


Mr. Gorton joined the Rub- 
bermaid organization last 
year as assistant to the vice- 
president and general sales 
manager. 

He previously had spent 20 
years with the Washburn Co., 
Worcester, Mass. 


DEALER BRIEFS: 
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30 by 50 ft, is being added 
for a storage area. Addi- 
tional lines will be stocked, 
including more sporting 
goods and fasteners. 


Creston, lowa—Dave Seck- 
ington, manager of Mahan’s 
Hardware store since 1944, 
recently purchased the store 
and the name has now been 
changed to Seckington Hard- 
ware. 


Augusta, Ga.—Virgil Hol- 
lingsworth Jr. and Wallas 
Hylton have purchased con- 
trolling interest in Bowen 


Brothers Hardware Co. The 
108-year-old firm is at 905 


Broad Street. 


Orlando Fla. — Landis 
Stone, associated with Bumby 
Hardware of Winter Park 
for the past 38 years, has 
bought Wilson Leonard 
Hardware at 2124 W. Colo- 
nial Drive in the Western 
Way Shopping Center. 


San Bruno, Calif.—Elbert 
and Nick D’Aloisio and Don 
Way, who operate Shoreview 
Hardware in San Mateo re- 
cently opened another store 
in the Rollingwood section. 
Many prizes marked the 
opening days. 
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Keystoners Outing 
Marks 20th Birthday 


More than 400 members 
and guests celebrated the 
20th birthday of the Key- 
stoners at an all-day outing 
at the Manufacturers Coun- 
try Club, Oreland, Pa. 

The purchasing agents soft 
ball team trimmed the Key- 
stoners to the tune of 19-6. 
Members of the winning 
team received individual tro- 
phies. 

Two hundred golfers en- 
tered the golf tournament. 
Most of them finished their 
games despite a heavy rain 
in the afternoon. W. Bearer, 
a guest, had the low gross 
card with a 79. Runner-up 
was T. M. Dickey. A. M. 
Pickard, Minnesota Mining 
& Mfg. Co., turned in the 
low net card. Runners-up 
were D. Sleeper, Continental 
Screw Co., and Bill Remer. 
Maddock & Co. 

T. Pelson played his ball 
nearest to the cup in the 
hole-in-one contest. 

Dinner and a floor show 
completed the day’s program. 


-_ 
—— 


James F. Wittmeyer 


James F. Wittmeyer, Sr., 
06, proprietor of the Avalon 
Supply Co., Avalon, N. J., 
died May 21 from a fall in 
his warehouse. Mr. Witt- 
meyer managed a hardware 
store in Philadelphia for 28 
years. He opened his Avalon 
store in Sept. 1953. 


Ralph E. David 


Ralph E. David, 69, died 
May 138 at the St. Joseph 
Hospital in Logansport, Ind., 
after a long illness. Mr. 
David had been in the hard- 
ware business in Logansport 
for 36 years and a past presi- 
dent of the Indiana Retail 
Hardware Association. Since 
1945 Mr. David was presi- 
dent and owner of Ralph 
David, Inc., Hardware and 
Appliance Co. of Logansport. 


Sherman S. Bert 


Sherman S. Bert, 42, of 
Newport, N. J..a former 
hardware store operator, died 
suddenly at his home May 
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Entertainment committee 
members were: J. F. Barr, 
Greenfield Tap & Die Corp.; 
H. E. Andresen, Standard 
Tool Co.; F. W. Anderson, 
Precision Grinding Wheel 
Co.; W. J. Coane, Diamond 
Saw Works, Inc. and J. J. 
McCann, J. H. Williams & 
Co. 


Lyon Named Executive 
V-P Of Michigan Peat 


Michigan Peat, Inc., in line 
with its continued expansion 
program, has appointed Wal- 
ter K. Lyon executive vice- 
president. 

Mr. Lyon was vice-presi- 
dent and treasurer of the 
Penn State Cigar Co. 

He will help promote Mich- 
igan Peat’s Baccto brand. 


Association President 


C. K.. Reynolds, Jr., man- 
ager of steel kitchen sales, 
Republic Steel Corp., Berger 
Div., Canton, Ohio, has been 
elected president of the Steel 
Kitchen Cabinet Manufac- 
turers Association. 


~~. Mr. 


7% 


Bert was a former 
\ivton resident. 


Robert L. Godsey 


Robert Lee Godsey, Sr., 73, 
retired owner of hardware 
stores in Dayton and Chat- 
tanooga, Tenn., died May 19 


in a Chattanooga hospital. 


Benjamin J. Hann 


Benjamin J. Hann of Mid- 
dletown, N. J., died March 
ll. Mr. Hann had been a 
salesman for Elizabeth Hard- 
ware & Supply Co. of Perth 
Amboy, N. J. 


L. C. Satterfield 


L. C. Satterfield, 81, of 
Greensboro, N. C., died sud- 
denly on May 22 in his home. 
Mr. Satterfield had been con- 
nected with several hardware 
wholesale firms but more re- 
cently as a district repre- 
sentative for Robeson Cut- 
lery Co., Inc., of Perry, N. Y. 
Mr. Satterfield was a Mason 
of Menlo, Ga., for over 50 
years. 
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News of the Trade 


Bingham’s Summer Show A Big Success 
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Nearly 1000 dealers from 12 states attended the Magic World 
of Toys summer toy show, June 9-11, in the air conditioned 
showrooms of W. Bingham Co., Cleveland hardware whole- 


saler. Two floors were 


nearly 


crammed with toy displays from 
100 manufacturer-exhibitors. 


All Bingham salesmen 


and many factory demonstrators were on hand to up-date 
dealers’ product knowledge. Each day, dealers had lunch in 
Bingham’s employee cafeteria. A toy yearbook and guidance 
brochures supplemented the exhibit. 





Young Named General 
Sales Manager At 3M 


J. W. Young has been ap- 
pointed general sales man- 
ager of the ribbon division of 
Minnesota Mining & Mfg. 
Co., St. Paul, Minn. He had 
been cellophane tape sales 
manager for grocery trades 
since 1953. 

Mr. Young has been with 
3M in sales and sales man- 
agement capacities since 
1940. At one time he was 
New York branch sales man- 
ager for Scotch Brand cello- 
phane tape. 


J. W. YOUNG 


Oberdick Elected Vice 
President Of Johnston 

L. E. Oberdick, plant man- 
ager of Johnston Lawn 
Mower Corp., Brookhaven, 
Miss.. has been elected vice- 


L. E. OBERDICK 


president of the firm. 

Mr. Oberdick has been 
plant manager for the past 
2 years. He was previously 
associated with Scott-At- 
water Mfg. Co., Minneapolis, 
Minn. 


Annual Outing, Golf 
Day And Banquet Held 


The annual outing of the 
New England Iron & Hard- 
ware Assn. was held June 15 
at the Oak Hill Country Club, 
Fitchburg, Mass. 

During the day 115 golfers 
played the course with T. W. 
Barrett of Minnesota Mining 
& Mfg. Co. winning the prize 
for low gross. Arch Lade of 
Russell, Burdsall & Ward 
Bolt & Nut Co. won the prize 
for low net. 

In the evening, 225 mem- 
bers and guests attended the 
banquet. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... 10 
Positions Wanted 
(Special Rate) set solid, maximum 
I eiabeid whee false ce $2.00 
Each additional word........... .05 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 








Representatives Wanted 








BARCALO 
MANUFACTURING 
COMPANY 


Maker of popular-priced, well-accepted hand 
too! line has openings for qualified representa- 


“yA for three territories: |) All or part of 
| . Tenn., Va., Ala., Ga. Miss. 2) 
Sor N. Mex., Utah. Wyo., Mont. 3) Tex. 
Okia., Ark La. Excellent opportunity for 
wide- awake salesman. Please write in detail 
and in confidence giving: Territory covered, 


types and number of lines now handled, other 
salesmen in your organization, frequency of 
calls on your accounts, and references. 


Tool Division, Barcalo Mfg. Co. 
225 Louisiana St., Buffalo 4, New York 











SALESMEN WANTED 


To a a high 


quality seat manufac- 
ture in your territory. Opportunity to 
baniiie a complete and competitive line 
sold direct to the trade on commission ba- 
sis Rush resume Territory covered — 
lLLines carried 


Address Box 616, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 











OLD ESTABLISHED NEW YORK WHOLE- 


SALE BUILDERS HARDWARE FIRM CAR 
RYING TOP LINES LOOKING FOR REP 
R ESE NTATIVES IN THE FOLLOWING 
AREAS: Central and Western New York State. 
Ohio, New England States, Southern New Jersey. 
Pennsylvania, West Virginia and Maryland. High 
(ommiussion. May be carried as a sideline. State 
experience and lines carried. Address: Box 620, 
care HARDWARE AGE, Chestnut & 56th Sts., 


» , ] Z ] ] — 2 
Philade ipnhia 3Y, 


Pa. 





TOOL SALESMEN 


leading, nationally advertised. 
an tool line to Hardware Stores. 
ials on lucrative 
in New England 
syilvania, Delaware. 
with following. Side 
considered. State 
carried 

Address Box 708, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39. Pa. 


Repres« nt 
Amerii 
Industr 


open 


complete, 
Lumber Yards, 
commission basis. Territories 
New York, New Jersey, Penn- 
Maryland. Prefer experienced men 
line men or manufacturers agents 
full particulars including lines now 








REPRESENTATIVE WANTED 


To handle profitable line of Sliding 
on a liberal commission basis. Three 
Sliding Door Hardware to choose 
in detail giving us your precise territory, how many 
men in your organization, your experience, type of 
trade called on and type of lines presently carried. 


E-Z ROLL HARDWARE MFG. CO. 
85 New York Ave., Westbury, L. |.. New York 


Door Hardware 
different sets of 
from. Please write 








NEW YORK AREA PAINT SALESMEN 


Build yourself a real future. 


Join an aggressive, 
expanding local manufacturer seeking two qualified 
paint men to take over established territories. <A 


liberal draw and top commissions are yours from the 
start, if you are looking for sales-minded manage- 
ment. eye-opening prices, and pace-setting quality 
in a full line of shelf goods and painters white goods. 
Write today, we are in a hurry! ! 


Address Box 634, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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WARE, 


| pay 


56th Sts., 


Paint Brush Salesman 


Prominent paint brush manufacturer has oven terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








Top Flight Full Time or Side Line 
PAINT BRUSH SALESMEN 


Full line of Pure Chinese Bristle brushes available 
for immediate delivery for better Paint & Hardware 
stores, lumber yards and industrials. Most good terri 
tories open. Commission. 


Address Box 534, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


SALESMAN 


ceadina Manufacturer of Lawn and Garden 
Equipment has opening for salesman in 
South Jersey, Eastern Pennsylvania, Marv- 
land, Delaware, and District of Columbia, 
calling on Hardware and Garden Equip- 
ment Wholesalers. Current contact with 
trade essential. 


Salary and Expenses—write in detail giving 
full background in first letter with indica- 
tion of finantial requirements. All appli- 
cations will be treated in strictest confi- 
dence. Our staff knows of this ad. 


Address Box 714. care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's 
Most territories open. 


Address Box 3/2, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


wants representation. 











S AL ES REPRESENTATIVE WANTED 
Manufacturers’ agent representing top builders 
Lasdaue lines including butts and hinges, shelf 
hardware, tubular and mortise locks selli ing di 
rect to lumber and hardware dealers. Northern 
New Jersey and Southern New York State. 
Established territory. Hardware knowledge im 
perative Draw against commission. Address: 
5 703. care of Harpware AGE, Chestnut & 

56th Sts., Philadelphia 39, Pa. 





REPRESENTATIVE WANTED 


Leading California 
complete lin 


manufacturer of a 
of chrome bath accessories 


d_sires aggressive representation to 
builders’ hardware trade. Choice areas 
open. 


Address Box 629, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39. Pa. 








SALESMEN WANTED 


Large Wholesaler wants aggressive salesmen to service 











hardware and lumber dealers throughout Connecticut 
Protected territories with liberal drawing account 
against commissions. Benefits Provided. Must have 
own car. Please reply to 
Address Box 702, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
REPRESENTATIVES WANTED: Are _ you 
line direct, rated Plumbing and Heating Con 
tractors. Hardware and Accessory Stores, where 
our products are sold all over the United States 
lull Wi ‘nes of Cast and Tubular Plumbing Brass 
Goods offered on a commission basis. Many te 
ritories open Advise experience and details 
Strictly confidential. Address: Box 711, care ot 
I}ARDWARE AcE. Chestnut & 56th Sts., Philadel 


Pa 


phia 39, 





AMERICA’S LEADING MFG. OF SCREEN 
AND STORM DOOR HARDWARE 


seeks live wire representative calling on all 
classes of iobbers. List territory, experience, 
number of men, lines carried., etc., confidential. 


SECURITY HARDWARE MFG. CO., INC. 
858 E. 29th Street, Brooklyn 10, N. Y. 











MANUFACTURERS’ REPRESENTATIVES 
of nationally advertised line of Key Duplicating 
Machines, Key Blanks, Locks and Locksmiths’ 
Supplies for the following territories: Western 
Pennsylvania, West Virginia; also, Arizona, 
New Mexico. Colorado, Utah, Wyoming and Mon- 
tana May be handled as sideline. Commission 
basis. Give territory, experience, references an: 
lines carried. KEIL LOCK CO., INC., Charles 
town, N. H 


REPRESENTATIVES 
SPORTING 


VISITING 
GOODS, department and 
variety stores for fast selling highly acceptable 
folding camping stools, attractive tops, sturdy 
steel frames. List territory and experience. Ad 
dress: Box 706, care of Harpware Ace, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


HARD 


RE PRESENTATIVE WANTED 
OUR well packaged line of fast moving sewe1 
line and septic tank cleaners. An excellent side- 
line to use with your non-conflicting lines for 
retailers in hardware and plumbing goods. We 
top commissions and show an_ exceptional 

for the retailer. . For information write 
707, care of Harpware AGE, Chestnut & 
Philadelphia 39, Pa. 


TO SHOW 


profit 
Box 


REPRESENTATIVES WANTED 


Tremendous sales and profit potential in new 
type lawn weeder. Extracts weeds, root and 
all, fast and easy. No bending, no stooping. 
All steel. fool-proof. Write for sample. 


ALL-OUT WEEDER CO. 
P. ©. Box 1176 Lancaster, Penna. 











DOOR LOCKSET MANUFAC 
REVAMPING some territories 


commissioned sales 


WE ARE 
TURERS AND 
to create openings for capable, 
representatives selling the lumber, building ma- 
terial and hardware trade. State full details. 
Address: Box 522, care of Harpware AGe, Chest 
nut & 56th Sts., Philadelphia 39, Pa 

MANUFACTURERS AGENCY WANTS 
AN EXPERIENCED SALESMAN covering by 
ear the states of Virginia, West Virginia, North 
Carolina, South Carolina, Kentucky and Tennes 
see or any part for established hardware and 
garden supply lines. 60% of total commission to 
Salesman. State full details. Address: Box 712 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 
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Representatives Wanted 





SALESMAN PLUMBING SPECIALTIES to 
sell for established national distributors exclu 
sive territory, 10% commission. Write full de- 
tails with references. Replies confidential. 
Akron Supply Co., Inc., 216 Grand Street, Brook 


lyn, New York 
EXCLUSIVE 


open tor 


PROTECTED ERRITORIES 

nationally distributed unique water re 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, haddinaes distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
ot HARDWARE AGE, Chestnut & 56th Sts... Phila 
delphia 39, Pa. 


EXCELLENT 
calling on the 
ment, 
sions, 


Bates 


LINE for 


retail 


sales 
trade in 
variety and chain stores. 
Write: Midwest Plastics 
Avenue, St. Paul 6, Minn. 


representatives 
hardware depart- 
Good commis- 
Mfg. Co., 208 


hte tae ee HARDWARE SALESMAN 
CALLING ON LUMBER YARDS, jobbers and 
large dealers wanted by reputable manufacturer 
tor a line of builders hardware, competitively 
priced; generous commissions. State in first letter 
territory and line now handling. Address: Box 
715, care of Harpware Ace, Chestnut & 56th 
Streets. Philadelphia 39, Pa 


Help Wanted 











MERCHANDISER 


Exceptional opportunity for man with chain or depart 
ment store background in sales promotion and merchan 
dising in the retail field. Salary open. Please write 
Stating age, education, experience and salary require- 
ments. Also furnish references. Maryland Area. Re- 
plies will be held in strict confidence. Write 


Address Box 716, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








HELP WANTED 


Two District Sales Managers for nationally known Alu 
minum products manufacturer with accounts in Illinois. 
Minnesota, Wisconsin and New England: covering the 
buile ling materials, hardware and floor covering whole- 
salers. Salary, car and all expenses plus override 
State age, experience, qualifications and references 


R. D. WERNER CO., INC. 
295 Fifth Ave., New York 16 New York 














Accounts Wanted 








REPRESENTATIVE OHIO, MICHIGAN, INDIANA 
Well established association among wholesale hardware 
and tool jobbers. Limited number of lines carried. 
Good consistent coverage. My specialty is tools and 
garden supplies. Will furnish references and volume 
figures produced for others Will consider anything 
new for pioneering and promoting or line with some 
establishment 

Address Box 535, care of HARDWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 











WANTED TOP LINE ONLY! Metropolli- 
tan New York and New Jersey consistently and 
ee covered by our high-powered three- 


man sales agency. We get out and dig for busi 
ness. ave merchandising and promotion know 
how to put at manufacturers’ disposal. Looking 
tor top line to concentrate on. Write us now. 
Address: Box 705, care of HARDWARE AGeg, Chest- 
nut & 56th Sts., Philadelphia 39, Pa 
MANUFACTURERS’ AGENT, WELL ES- 
TABLISHED, experienced, offers superior rep- 
resentation in Metropolitan N.Y.-N.J. to hard 


ware, tool ans 
and efficient 


garden manufacturers. 
coverage of hardware 


Thorough 
tools, elec 


trical, garden, wholesalers, catalog houses, chains. 
dept. store. Excellent reputation in trade. Ad- 
dress: Box 617, care of HARWaRE AGE. Chestnut 


& 56th Sts., Philadelphia 39, Pa 
PENNA., DEL., MD., DIST. of 
buyers will be covered for you by 
Agents who are Hand 
know who and 


COL. tool 
Manufacturers’ 
Tool specialists. Men who 
where to sell in heavy volume. 
handle one additional line. Address: Box 
710, care of Harpware AGe, Chestnut & 56th 
Sts.. Philadelphia 39, Pa 


ESTABLISHED MANUFACTURERS 
AGENT in the Intermountain area out of Denver, 
Colo., would like an additional line Hardware. 


Address: Frye 


Sales Co., 
Denver 11, 


Colo. 


3319 W. 36th Ave., 
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| ness and 


ATTENTION MANUFACTURERS 


To obtain complete coverage and increase 
your business in Metropolitan N. Y. & 
N. J. wire or phone collect N. Y. COrtland 
7-9909, N. J. Bigelow 3-2577. Our sales 
force sells to SYNDICATES, DRUG 
CHAINS, AUTO CHAINS, DEP'T STORES 
and the fol. whlesirs:s HARDWARE, 
HOUSEWARE, GARDEN SUPP., PARTY 
& CLUB PLANS, etc. Best references and 
proven results submitted. Warehouse facil- 
ities on premises. 


W. H. ALLEN ASSOC. 


542 Clinton Ave. Newark, N. J. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America's most re- 
liable and productive sales plans. Send for 
prospectus today. 


J. H. VOLL SALES SERVICE 
115 West Main St. Madison, Wis. 


“WANTED FOR CASH" 


Job Lots, Builders Hardware, Hand Tools, 
Drills, Taps and Miscellaneous items. No 
lots too small or large, Send Details to 


NULOCK SUPPLY CO. 
8 Warren Street, New York 7, New York 




















REPRESENTATIVES 


Covering all classes of jobbers. (Can render relialbte 
aggressive service. We are national distributors with 
established active'y overating branes offices in New 
York, Phiadelphia, letroit, Cleveland and Louis 
v lie. We earry the account or you ¢an bill drect 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 











LINES WAN TED PARTNERSHIP START 
'NG, manufacturer’s direct Ptr ame ge cover 
1 Central and Northern California, Southern 
(Yregon and Nevada. 14 years’ experience in 
Wholesale Hardware selling, calling on retail 


hardware, plumbing, lumber companies, etc. Ad-- 
dress: R & M, 1449 5lst Street, Sacramento, 
Calif, 

WEST COAST SALES ORGANIZATION 
newly reorganized SD tm for potentially volume 


sales items in the hardware, 
supply fields. Established for past 12 years and 
covering states of California, Oregon and Wash 
neton. Warehouse facilities available. Address: 


mill supply or garden 


W alter en nce., 725 Second Street, San 
Francisco, Calif. 
BEING A MANUFACTURERS REPRE.- 


SENTATIVE 
ING IS NOT. 


IS NEW TO ME: 
Recently sold my successful 
wish to represent minimum 
lines in my native state of Florida. 
items sold primarily through 
together. Sam I. Barber, 808 


HARD SELL- 
bust 
number of 
Interested in 
jobbers Let’s get 


Park Ave., Lees 


| burg, Florida. 


CUBAN MANUFACTURER’S REPRESEN 
TATIVE WELL KNOWN ALL OVER THE 
ISLAND, calling on hardware, industrial and 
plumbing supply outlets, seeks new lines. Will 
furnish complete references, names and addresses 

| otf factories now representing. Address: Emilio 
edanes Ballina. P.O. Box 1531, Cerro, Habana. 
| Cuba. 

LINES WANTED—NEW ENGLAND. Rep 


| CHARLES R. 


resentative—thirty-two 
desires additional line. 
background in 


with ten years’ selling 
Strong following and 
Hardware and Houseware trades 


BUTTS CO., Box 58, Waban 68, 


Mass 

TOOL LINE OR R ELA TED LINE 
WANTED by manufacturer’s representative cov 
ering Minnesota, North and South Dakota and 
western Wisconsin. Address: Box 701, care of 


I}ARDWARE AGE, 
phia 39, Pa. 


Chestnut & 56th Sts., Philadel 





Business Opportunities 





BUYERS OPPORTUNITY 
ware, contractors supplies, heavy hardware ani 
industrial supply business. Established many 
vears in the Metropolitan New York area 
Jersey). Big inventory of demand items 
difficult to find. Many large industrial 
Due to age and health owner wishes to retire 
(‘an be purchased with or without real estate 
\'nusual chance for an experienced party to take 
over a fine profitable “going’’ business of excel] 
lent reputation. Price less real estate $260,000 
Financing will be arranged—All replies confiden 
tial: Address: Box 713, care of Harpware Ace, 
Chestnut & 56th Sts., Philadelphia 39, Pa 


Wholesale Hard 


accounts 


HARDWARE PROPERTY, 


modern store, 
completely equipped, electrical appliances; house- 
hold goods, glass, farm supplies, paints; 2-stor; 


brick building, 7-room suite; main business section 


Pennsylvania town, selling due to health, price 
$27,000 including building, stock, equipment 
APPLE COMPANY, 1836 Euclid, Cleveland 15 
Ohio. 





i] ARDW ARE BUSINESS successful for 
14 years in Southern city of 42,000. 


past 
Emplo 


ment high in plants and defense work ex 
cellent agricultural area. Good building 150 ft. 
long with over 10,000 sq. ft. Present ownet 
moving to own building would like to vacate 


Will sell fixtures, shelving, shelf 
hardware and any amount of present stock. Rea- 
sonably long-time lease can be made from lesso1 
Address: Box 538, care of Harpware Acer, Chest 
nut & 56th Sts., Philadelphia 39, Pa. 


present location. 


MOST 


SENSATIONAL OFFER EVER 
MADE! 


Your name and address embossed FREE 
different key 


in beautiful raised letters on 100 ) . 
blank numbers. Permanent and distinctive. Elim- 
nates hand stamping. Any quantity—-any assort 


ment. Ask for bulletin No. 756 HAZELTON 


CHAIN CO., 81 Kemble St., Roxbury 19, Mass 

HAND GARDEN TOOL PATENT: A com- 
bination of several tools, have variety of uses, 
Hoe, Row Maker. Scraper, Cultivator, make shal 
low and deep rows for planting, cover seeded 
rows, cut weeds, etc. Will sell or put on Royalty 
basis. Address: Box 635, care of Harpw ARI 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa 

FARM SUPPLIES, HARDWARE, FEE) 
MILL, COAL YARD, established 1907, present 
owner 13 years; farm, home supplies, genera 
merchandise, 2-story building, gas pump, railroad 


siding, 1956 sales $285,000, employs 7. wmeludes 


7 modern living rooms, Northeast Ohio town, 
$25,000 in merchandise, price $100,000, terms 
APPLE COMPANY, Brokers, 1836 Euclid 
Cleveland, Ohno. 





Positions Wanted 





SUCCESSFUL GENERAL MANAGER 
WITH eleven years’ experience in all phases 
of hardware, paints, housewares, sporting goods 


plumbing supplies, farm and garden supplies, root 
ing materials and electric supplies. Thirty-seven 
years old, married. Desire manager or assistant 
manager position with larger firm. Preferably on 
eastern coast. Excellent references. Address: Be 
700, care of Harpware AcE, Chestnut & 56t! 
Sts., Philadelphia 39, Pa. 

SALESMEN, CURRENTLY EMPLOYED 
EXPERIENCED in hardware and related items 


to represent manufacturer selling wholesale 


ware trade in the Middle Atlantic territory Will 
consider affiliation with manufacturers’ represen 
tative. Resume on request. Address: Box 601, 
care of Harpware Ace, Chestnut & 56th Sts 


Philadelphia 39, Pa 


SALESMANAGER 
ERN WHOLESALE 
wants change, 
tion in Missouri, 
territories. 
man and 
sporting 


FOR A SOUTHWES' 
HARDWARE HOUS|! 
desires direct factory sales conne: 
Kansas, Oklahoma or Arkansas 

Twenty years’ experience as Sales 
Sale Manager in all classes hardware, 
goods, paints and housewares. Excellent 
record for producing sales and holding accounts 
Protestant age forty-five Addres: fox «507 

care of Bag ARE AGE, Chestnut & 56th Sts 
Philadelphia 39, Pa. 


oe SALESMAN STRONG aa 
BUILDERS HARDWARE, Electrical and plum 
ing supplies desires connection with manuf: oma 
or manufacturers representative. Can give good 
coverage in the best location in the nation 
Western Pennsylvania, Eastern Ohio and Pan 
handle West Virginia. Age 35, 10 years. whole 
sale hardware experience care 


Address: Box 709. 
of Harpware Ace. Chestnut & 56th Sts.. Phila- 
delphia 39, Pa. 


MARRIED. 32, 12 
in hardware seven 
in Guns, Electrical 


YEARS’ EXPERIENCE 
years as manager. Specialize 
appliances, Gas motors. Will 
consider anything preferably middle or western 
states, good references. Address: Box 704, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 
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1. The #70 T&S Foodwhip. New 
design, new colors attract buyers 
by the dozens. Priced right for 
quick sales, the T&S Foodwhip 
beats any food — Ss, cream, 
batter, puddings. Offset handle 
and finger grips make beating 
easier and more natural. The die 
cast frame comes in copper finish 
with pink, turquoise or black 
handles; in chrome with pink, 
turquoise, black, red or yellow 
handles. 















































Attractively packaged 
for counter display 
and gift giving 





F eemetnel by > 
ema 2. The #15P Beater. 
coors A lower priced popular 
favorite. This sturdy beater has 
large drive gear, easy to use 
plastic handle and stainless steel] 
wings — a distinctive feature in 
beaters of this type. Pre-priced 
for impulse buying and available 
with either black or red handles. 


A fast seller and a real kitchen time saver 







BO 












3. The #100 King Can Opener. A favorite all over the 
world. Millions have been sold — and the King is still 
high on the best seller lists. The all-metal opener com- 
bines a bottle opener and cork screw with the can 
opener. It is nickel-plated and the blade is of tempered 
steel. Each dozen is packed in a display carton. This 
staple item should be in every retail outlet. 


Send for complete information and catalog sheets. 
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DOUBLE DUTY 
BEAUTY: 


S) LVER’S 
Sensational New Miraclean 


WINDOW BRUSH 
— 


FIRST, IT'S A LIGHT WEIGHT, 
EASY-HANDLING WINDOW 
BRUSH . . . 


. terrific for use in 


homes, stores and offices. 


IT’S A HANDY SQUEEGEE... 


ready to finish the job with 
lightning efficiency. 


CHECK THESE EXCLUSIVE E QUALITY 
FEATURES! 


e Selected Quality 214" Grey Tampico 

Professional Type, Zip-in Replaceable Rubber 
Squeegee 

Full 8’ Natural Lacquered Hardwood Block with 
Rustproof Metal Handle 


Handle Perfectly Balanced for Easy Use by Hand — 
Tapered to Fit Standard Window Poles when Unit is 
Needed for Hard to Reach Areas 


Sells itself from colorful, shopper 
stopper display that occupies 
little counter space. Display, 
FREE with your order. Order now 
from your jobber. 


SUGGESTED RETAIL $1.95 


‘\Sinver BRUSH WORKS, INC. 


Manufacturers of a complete line of quality brushes 
1019 West Lake Street @ Chicago 7, Illinois 
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“Long Needed Industry 
Textbook!” 


(Hardware Consultant, Nov. 1956) 


New — Authoritative 
Available Now 


HARDWARE 
AGE 
BUILDERS 
HARDWARE 
HANDBOOK 


By Adon H. Brownell, A.H.C. 


82" x 11" clothbound 
234 pages 
385 illustrations 


Check this table 
of contents 


for 9 


helpful sections 


$8.00 per copy 


Recommended by National 
Builders’ Hardware Assn. 
and the American Society 
of Architectural Hordware 
Consultants. 


Section I—How to use this 
Handbook 
Suggestions to Students 
Ten Basic Rules of Conduct 
Important Matters Affecting 
Builders’ Hardware 
Section ||—Metals and Finishes 
Section III—The Hinge Side 
of the Door 
Section IV—The Lock Side of 
the Door 
Section V—Other Door Hard- 
ware 
— Window 


ware 


Skillfully organized, this 
comprehensive volume 
offers more information 
on builders’ hardware 
than has ever before 
been gathered together. 
Functions, applications, 
specifications, selling, es- 
timating—are compre- 
hensively covered. A 
complete glossary of 
terms is included. Order 
this all-inclusive text 
book now—today! 


Section VI Hard- 

Section Vil— Hardware for 
Specific Types 
of Buildings 

Section Vill—Specifications— 
Sales and Ser- 
vice—Blue Prints 

Section 1X—Management 

‘sa ae aa a aS ae aS aa aS SSS aS ss SSF as asses as ses SS SS aS Se ee a oe eS 

HARDWARE AGE, DEPT. HA 

56TH & CHESTNUT STS. 

PHILADELPHIA 39, PA. 

Please send me copies of HARDWARE AGE BUILDERS' HARDWARE 

HANDBOOK by Adon H. Brownell, A.H.C. | will send payment upon 


receipt of the invoice in the amount of $8.00 per copy, plus 45 cents 
handling and postage. 


NAME 
ADDRESS 
Sa _ZONE STATE 


[) Check here if sending payment with order, saving you the 45 cents 
handling and postage charge. 


Use the coupon below. 























MARSHALLTOWN 






















World-famous B&D U-3 Drill has the power to drive any %” drill attachment 
fast and efficiently. Most other drills lose speed when driving popular accessories 
like hedge trimmers, circular saws, orbital sanding attachments, masonry bits, etc. 


Powered To Sell More Accessories! 
Sell the U-3 and be sure of satisfaction—and more accessory sales—every time! 


, Cat. 
No. U-3 
H507 
World’s Larges 


Survives Accidental Falls 





j 





Here is the Level no craftsman can 
resist. First real improvement made in levels in 35 years. 
New EMPIRE CRYSTAL VISION with Stereopgtic Lenses 
—300% MORE visibility. Ne broken vials from rough usage. 
And Empire National Advertising brings customers to 
your store. Stock and display Empire Crystal 
Vision Levels. 


MAGNESIUM 


Model 152-M— 
Retail 









14-POWERED 
IN THE HIG \ 
roe HOPMATE PROMOTION! 


i 






POWER 


ACT TUDAY! Send for Literature and Discounts PORTABLE ELECTRIC TOOLS INC 


EMPIRE LEVEL MFG. CO. ‘cote tor the Mation's Cratwemcn 320 W. 83RD ST. - CHICAGO 20, ILLINOIS 


Too.s 


Looking for New Merchandise ? 
There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 


chandise by reading ‘What's New," which appears in every issue on page 14. During each month HARDWARE 
AGE brings you more listings of new merchandise thar any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 























ALWAYS SELL GENUINE 






cL 
cl 


A : ~~ 
Write for Free Literature SCR E VY AWN CHORS te 





Molly Corp., Reading, Pa. 


REMCO ... Bakelite Furniture Rests and Caster Cups 


REMCO 
<«— Furniture Rests SIZES 


are made from ma- 2 








Cushion Rest 
Drive on type 
Sizes: 2”, 234” 




























hogany color bake- ” 
lite plastic. Live 234 
rubber inserts help 
absorb vibration. 
Needle point nails 
go easily into wood- 
en chair legs. Pin- 
tle types equipped 
with 3%” universal 
























Drive on Type neck sockets. 
Sizes 1” REMCO 
ll”, _ 












Caster Cups> 
are of large diameter, shatterproof, ma- 
hogany in color. They help save car- 





Makers of World Famous 
a as DOMES of SILENCE 


ROBERT E. MILLER & CO.. INC.. 35 Pearl St., New York 4, N. Y. 








PINTLE TYPE—Sizes 1!//2”, 2” 
Ask your jobber or write— 
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Better Homes 


ter Hom 


ELECTRIC CORP. 


601 Stone’s Crossing Road, Easton, Pa 





90-SECOND DEMONSTRATION 


selis a True Temper taper-forged shovel 





feel for strength 


Let your customer feel the blade of a True Temper taper- 

forged shovel. He’ll notice that taper forging puts the metal 

where the wear is—heaviest at shoulders and neck where strain 

is greatest, medium thick at point and center, thinner at edges for 


light weight. There’s no muscle-wasting dead metal. 


TRUE E. M ad E R ® You can look to @w for leadership eae oa : 


heft for balance 


Let your customer rest a True Temper 
taper-forged shovel in his hand, or on 

the back of a chair. He’ll see that it’s 
balanced down the center, with no side wobble. 
Makes shoveling easier. Ordinary shovels don’t 


have this precise balance. 


point out these 
bonus features 


Tell him about the hard, smooth, self- 
scouring blade finish and the straight-taper, 
fire-hardened handle that means quick rehandling 


if ever necessary. 


True Temper’s complete line of taper-forged 
shovels includes the DY NALITE tube shank, the 
only shovel that combines light weight, forged- 
shovel strength, and low cost. (Sells for only 
pennies more than ordinary shovels.) Also 
BANTAM and FOX< solid shank for heavier duty. 

Call your wholesaler for full information on 
True Temper’s big line of taper-forged and hollow- 
back shovels, spades and scoops. Stock up now. 


True Temper, Cleveland 15, Ohio. 


Hardware Relaline 





